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With  over  seven  hundred  items  in  our  range 
of  natural  ingredients,  there's  almost  certainiy 
a  selection  of  products  that  will  meet  your 
precise  needs 

Whether  it's  herbal  and  medicinal  extracts  or 
galenicals,  oleoresins  or  chlorophylls,  you'll 
get  the  same  uncompromising  quality,  the 
same  unfailing  service. 


Find  out  more  about  Ransom  Natural 
Products,  contact  Helen  Blowey  on  Hitchin 
(0462)  37615.  She  knows  our  alphabet  Z  to  A! 

Ransom  Natural  Products 

William  Ransom  &  Son  pic, 

Bancroft,  Hitchin,  Hertfordshire  SG5  1LY 

Tel:  Hitchin  (0462)  37615  Telex:  825631 
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Loving  care 


Loving  Care's  not  only  the  3rd  largest  hair 
colourant  but  it  might  surprise  you  to  know  we're  miles 
bigger  than  some  of  the  biggest  hair  colourant  names.* 

Although  we  can't  quote  their  brand  names 
we  can  give  you  a  few  clues: 
Loving  Care  is  33%  bigger  than  brands  H  and  H.F. 
put  together! 

Loving  Care  is  80%  bigger  than  brand  B.C.! 
Loving  Care  is  100%  bigger  than  brand  W.C.C. 
and  250%  bigger  than  brand  P.T! 
Get  it? 

For  those  who  didn't  realise  this,  we'll  give 
you  the  chance  to  watch  our  packs  fly  off  your  shelves. 

We  are  offering  a  bottle  of  delicious  Vin  de  Pays  de  Pyrenees  Blanc  with 
every  order  of  a  dozen  3-packs  of  our  Loving  Care  semi -permanent  hair 
colourant :  one  of  our  Loving  Care  sales  representatives  will  bring  your  bottle 
when  he  next  visits.  So  don't  delay,  complete  the  order  form  below  and 
send  it  to:  Loving  Care  Wine  Offer,  Bristol-Myers  Company  Ltd,  Swakeleys 
House,  Milton  Road,  Ickenham,  Uxbridge  UB10  8NS. 

•  AGB  -  £  year  lo  June  1 9H6 
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ICOMMENTI 


Life  has  a  habit  of 
repeating  itself  — 
or,  put  another  way 
—  a  year  is  a  short 
time  in  pharmaceutical  politics. 
Just  12  months  ago,  before  the 
British  Pharmaceutical 
Conference  in  Leeds,  Minister 
for  Health  Kenneth  Clarke  had 
been  "shuffled  on"  by  Prime 
Minister  Margaret  Thatcher;  the 
Department  of  Health  was 
suggesting  implementation  of 
the  new  contract  "no  later  than 
April  1,  1986";  Pharmaceutical 
Society  secretary  and  registrar 
John  Ferguson,  newly  returned 
from  New  Zealand  and  profiled 
exclusively  by  C&D  in  the 
Conference  issue,  was  about  to 
move  in  to  1  Lambeth  High 
Street;  the  Pharmacist  Action 
Committee  became  "limited", 
claiming  a  membership  of  1,000 
(Charles  Flynn  was  then  only  a 
director,  although  Press  officer 
Joey  Martyn-Martin  was,  as  ever, 
scooping  space  in  the  national 
Press  to  the  embarrassment  of 
the  other  pharmacy 
organisations,  and  a 
pharmaceutical  wholesaler, 
Rowland  &  Co  of  Wrexham,  was 
celebrating  175  years  in 
business. 

One  year  on  we  find  Under 
Secretary  for  Health  Baroness 
Trumpmgton  again  opening  the 
BP  Conference,  only  this  time 


she  booked  m  early,  presumably 
because  Minister  for  Health 
Barney  Hayhoe's  demise  after  52 
weeks  of  office  was  anticipated 
and  the  appearance  of  new  boy 
Mr  Anthony  Newton  would  have 
smacked  of  lack  of  continuity 
and  commitment.  While  the 
Baroness  did  not  pull  any 
punches  in  either  Leeds  or 
Jersey,  standing  four-square 
behind  the  contract,  the  whole 
business  is  becoming  very  deja 
vu .  One  Monday  The  Times  had 
the  Peers  set  to  revolt  because  of 
pressure  of  work,  lack  of  sleep 
and  holidays,  and  apparently 
able  to  hold  to  ransom  various 
Government  Bills,  including  the 
NHS  (Amendment)  Bill. 
Meanwhile  the  Pharmaceutical 
Services  Negotiating  Committee 
girds  its  loins,  in  spite  of  earlier 
delays,  for  limitation  of  contract 
from  January  1 ,  and  a  new  cash 


deal  from  April  1.  Let  us  hope 
the  Peers  are  for  turning! 

John  Ferguson  has 
completed  a  year  in  office.  His 
speech  in  Jersey  was  the 
culmination  of  frantic,  yet 
apparently  unhurried  diplomacy 
for  pharmacy:  in  company  with 
President  Dr  Geoff  Booth 
pharmacy  has  a  formidable 
double  act  which  complements 
equally  formidable  teams  at  the 
National  Pharmaceutical 
Association  and  PSNC. 

Meantime  the  BPA  continues 
to  funtion,  now  firmly  aground 
on  the  Isle  of  Man  under  the 
secretaryship  of  prime  mover 
Charles  Flynn,  who  this  week 
announces  that  he  is  standing  for 
the  Manx  Parliament.  With  the 
backing  of  Mr  Martyn-Martin 
and  "Professional  Eye"  he  must 
stand  every  chance  of  success! 
Lastly  another  pharmaceutical 
wholesaler  notches  up  125  years 
(p490). 

By  the  time  BPC  Manchester 
comes  around  in  1987  the 
profession  should  have  got  to 
grips  with  the  extended  roles 
indentified  by  Nuffield  and  the 
Primary  Health  Care  document 
embodied  in  the  contract  with 
pharmacists  giving  the  cost- 
effective  medicines 
advice  service 
they,  alone,  are 
equipped  for. 
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Baroness  sticks  with 
early'  new  contract 

The  Govi  srnmenl  wants  to  introduce  a  new  contract  at  the 
"earliest  opportunity",  Baroness  Trumpington,  Under  Secretary 
for  Health,  told  the  opening  session  at  the  British 
Pharmaceutical  Conference  in  Jersey  this  week.  And  she 
emphasised  the  Government's  commitment  to  the  contract 
package:  "We  have  made  an  agreement  with  contractors, 
allocated  responsibilities  and  we  intend  to  stick  to  it". 


The  Baroness  told  the  President  of  the 
Pharmaceutical  Society  of  Great  Britain 
Dr  Geoffrey  Booth  that  his  assertion  last 
year,  that  the  fundamental  base  of  the 
profession  was  sound  and 
unchallengeable,  had  been  fully  justified. 
Both  the  Nuffield  Report  and  the  Primary 
Health  Care  paper  confirmed  the  value  of 
current  practice  and  pointed  to  the  needs 
for  the  future. 

But  it  is  important  to  look  beyond  the 
new  contract  towards  the  issues  raised  in 
the  Nuffield  report,  the  Baroness 
continued.  "On  the  issue  of  supervision 
and  personal  control,  the  Government  is 
looking  to  the  profession  —  guided  by  the 
Society's  Council  —  to  decide  such 
changes  as  can  safely  and  reasonably  be 
made.  But  many  of  the  issues  have 
implications  for  other  professions  as  well 
as  for  patients  and  the  NHS,  and  it  is  right 
that  they  should  be  debated  as  widely  as 
possible,  she  said. 

She  remained  convinced  that  no 
conflict  should  exist  between  commercial 
and  ethical  considerations  in  providing  a 
professional  service.  "Community 
pharmacists  have  an  established  track 
record  in  combining  business  acumen 
with  commitment  to  meeting  public  needs. 
We  plan  to  build  on  this,  although  it  is 
clearly  necessary  to  take  the  steps  to  curb 
the  over-provision  of  pharmacies  in  some 
places,"  said  Baroness  Trumpington. 

"At  the  same  time  we  want  to  use  the 
skilled  abilities  of  pharmacists  as  fully  and 
efficiently  as  possible.  The  Nuffield  Report 
provides  exciting  and  perfectly  feasible 
ideas  for  progress  in  that  direction."  The 
collaboration  between  the  Government 
and  the  profession  should  be  continued  to 
achieve  the  shared  aims  of  developing 
better  service,  she  said. 

Turning  to  hospital  pharmacy, 
Baroness  Trumpington  said  she  was 
particularly  struck  by  the  accolade  given 
to  clinical  pharmacy  in  the  Nuffield  report. 
She  shared  Nuffield's  hope  that  the 
increasing  co-operation  between  hospital 
I  pharmacists  and  junior  doctor's  augurs 


well  for  a  closer  relationship  in  the  future 
between  GPs  and  community  pharmacists. 

"Such  professional  initiatives  should 
sensibly  remain  on  a  local  level.  However, 
when  a  need  is  clearly  identified  for  the 
DHSS  to  co-ordinate  issues  we  shall 
continue  to  do  so,  as  for  example  we  are 
now  doing  in  a  current  review  of  the 
supply  and  distribution  arrangements  and 
medicines  in  hospitals,"  she  said. 

The  continuing  role  of  the  National 
Pharmaceutical  Supplies  Group  under 
chairman  Bill  Darling,  acknowledged  the 
professional  considerations  which  apply  in 
the  procurement  of  pharmaceuticals. 
Changes  which  the  specially  com- 
missioned study  may  recommend  are 
likely  to  require  specialist  pharmaceutical 
skills  in  their  implementation,  she  said. 


Baroness  Trumpington 


The  Baroness  shared  the  concern  of 
the  Pharmaceutical  Society  over  the 
recruitment  difficulties  in  the  hospital 
service.  The  current  pay  offer  recognises 
the  problems  and  is  designed  to  go  some 
way  to  relieving  them,  she  said.  "The 
flexible  grading  proposals  under  current 
discussion  should  address  the  problem  of 
poor  career  prospects." 

The  past  two  years  have  seen  great 
changes  in  NHS  management  in  England, 
Wales  and  Scotland.  All  three  departments 
remain  committed  to  the  concept  of 
general  management  in  the  NHS,  she  said. 


"We  are  convinced  that  it  will  lead  to 
improved  services  by  improving  the  way, 
the  speed  and  the  level  at  which  decisions 
are  made." 

One  of  the  central  features  of  the 
policy  has  been  to  leave  local  health 
authorities  to  decide  how  services  such  as 
pharmacy  should  be  managed.  With 
nearly  200  health  authorities  and  over  600 
units  of  management  in  England  alone,  it  is 
inconceivable  that  a  central  blueprint  from 
Whitehall  could  provide  the  best 
arrangement  locally,"  she  said. 

"There  has  been  concern  about  what 
this  might  mean  for  hospital  pharmacy.  A 
balance  must  be  struck  between  the  need 
for  district-wide  control  and  the  need  for 
most  managers  to  have  some  say  in  the 
provision  of  service.  The  nature  of  that 
balance  must  be  decided  locally  but  what 
it  cannot  mean  is  that  lay  managers  take 
professional  pharmaceutical  decisions," 
said  the  Baroness.  "It  is  essential  that 
pharmacists  play  as  full  a  role  in  general 
management  as  they  have  done  in  the  past. 
It  is  encouraging  that  three  pharmacists 
are  already  general  managers  and  I  hope 
their  numbers  and  influence  will  grow." 

The  pharmaceutical  industry  is  a 
continuing  success  story,  for  which 
congratulation,  although  often  repeated, 
should  not  lose  its  freshness,  the  Baroness 
said.  In  the  light  of  the  recently  completed 
PPRS  negotiations  it  was  essential  for  the 
industry  to  have  a  period  of  reasonable 
stability.  "We  have  recognised  the  long- 
term  nature  of  the  industry's  investment 
and  the  need  for  safeguards  against 
sudden  changes  in  its  business  with  the 
NHS.  We  shall  be  fair  by  giving  industry  a 
reasonable  rate  of  return  on  investment, 
and  the  NHS  and  taxpayer  a  reasonable 
deal  in  meeting  industry's  costs.  "Lastly  it 
is  important  to  encourage  innovation  and 
expansion.  The  Government,  through  the 
PPRS,  spends  some  £14  billion  a  year  on 
R&D  in  the  industry.  We  would  expect  that 
to  continue,"  said  the  Baroness. 

She  again  drew  attention  to  "the 
inevitability  of  the  Department's 
acceptance  of  parallel  imports".  The  DHSS 
has  now  received  more  than  3,000  licence 
applications  of  which  1,400  have  been 
granted,  760  refused  and  about  300 
returned  or  withdrawn.  The  enforcement 
branch  of  Licensing  Authority  is  also 
investigating  23  cases  involving  alleged 
unlicensed  trading  by  importers. 

"The  scale  and  range  of  licensed 
parallel  importation  demonstrated  that  it  is 
part  of  life  in  the  EEC.  There  is  no  means  of 
reversing  it  except  by  means  of  price 
differentials  and  exchange  rates  between 
the  countries  concerned.  Licensing  has 
ensured  the  acceptable  safety  of  the  trade 
and  I  hope  that  this  will  be  generally 
recognised." 
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High  praise  for 
profession's 
caring  attitude' 

Pharmaceutical  Society 
president  Dr  Geoff  Booth,  in 
lis  speech  at  the  opening 
session  praised  the  profession 
lor  the  "caring  attitude  it 
invariably  displays". 

Dr  Booth  congratulated  pharmacists 
on  the  sensible  and  calm  attitude  they  had 
adopted  to  this  year's  problems.  "There  is 
no  doubt  the  membership  has  collectively 
recognised  that  enraged  and  wild 
response  to  difficulties  is  not  the  best  way 
to  achieve  a  solution,"  he  said.  He  had 
been  delighted  that  reasoned  argument 
had  been  the  response  to  understandable 
anxiety  about  the  new  contract,  the  limited 
list  and  unlicensed  parallel  imports. 

The  membership  had  also  demon- 
strated, yet  again,  its  concern  for  the 
patient's  welfare,  without  considering  its 
own  vested  interest.  Its  response  to 
Nuffield  would  be  concerned  primarily 
with  rational  discussion  and  democratic 
decision  aimed  to  put  the  future  role  of 
pharmacy  to  the  service  of  the  community. 

"It  is  guite  unproductive  for  any 
organisation,  and  particularly  a  pro- 
fessional body,  to  attempt  to  steam-roller 
any  Government  to  legislate  policy  solely 
in  its  favour,"  Dr  Booth  continued.  He  was 
convinced  that  Government  and  Civil 
Servants  would  listen  to  a  properly 
reasoned  case,  developed  with  the  public 
interest  uppermost,  and  would  then 
understand  if  the  professional  interest  also 
shone  through.  Council  would  pursue  its 
policies  only  with  arguments  which  would 
stand  up  to  public  and  non-vested 
scrutiny,  he  warned. 

The  president  paid  tribute  to  two 
particular  actions  taken  by  pharmacists 
his  year.  The  first  was  the  "Health  care  in 
he  High  Street"  campaign.  The  response 
o  the  family  planning  campaign  was 
'quite  magnificent",  and  since  then  the 
/alue  of  pharmacists'  involvement  in 
ackling  drug  abuse  had  been  recognised. 
^  preliminary  report  of  a  survey  of  200 
sharmacies  in  the  West  Midlands  showed 
hat  over  90  per  cent  had  the  latter 


material  on  display.  With  pharmacy's 
enormous  potential  for  health  education 
the  Government  must  be  given  every 
support  in  combating  the  scourge  of  drug 
abuse,  the  speaker  added. 

The  second  outstanding  response  by 
pharmacists  was  on  the  withdrawal  of 
paediatric  aspirin.  Their  immediate 
reaction  was  "a  superb  demonstration  of 
the  clear  benefits  of  restricting  the  retail 
distribution  of  medicines  to  pharmacies". 
Many  weeks  later  newspapers  were 
reporting  that  junior  asprm  was  still  on 
display  in  corner  shops  and  drug  stores. 

The  12  months  since  the  president 
spoke  at  last  year's  Conference  arguably, 
had  been  the  Society's  busiest  ever  in 
terms  of  major  issues  and  the  publication 
of  documents,  the  response  to  which 
would  be  vital  to  the  future  development  of 
the  profession.  Council's  committees  and 
working  parties  had  subjected  the  Nuffield 
Report  to  the  most  detailed  scrutiny  and 
would  probably  decide  next  week  on  the 
date  for  a  special  meeting  to  bring  all  the 
deliberations  together.  He  thought  they 
would  then  identify  several  controversial 
issues  —  possibly  no  more  than  three  or 
four  —  on  which  Council  would  consult 
members  through  branches.  The  aim  was 
to  complete  consultation  during  1986-87 
sessions. 

He  asked  the  branches  and  regions  to 
study  the  report  diligently  because 
Council  needed  their  guidance.  The 
decisions  were  too  important,  too  far- 
reaching  and  too  lasting  for  Council  to 
take  alone. 

It  was  essential  to  maintain  the 
momentum,  first  of  consideration  and  then 
of  implementation  of  those 
recommendations  which  were  in  the 
profession's  long  term  interests  in  its 
relationship  with  the  public.  The 
recommendations  must  be  approached 
with  open  minds,  "which  means  we  may 
conclude  the  inquiry  was  completely 
wrong  in  some  respects,  as  well  as  right  in 
others,"  he  said. 

Turning  to  the  Government's 
discussion  document  on  primary  health 
care,  Dr  Booth  said  the  Society  was  likely 
to  give  evidence  at  five  or  six  of  the 
consultative  meetings  which  Ministers 
were  arranging  throughout  the  country. 

The  third  major  issue  with  which  the 
Council  had  been  involved  over  the  past 
12  months  was  the  NHS  (Amendment)  Bill. 
This  had  been  a  fascinating  experience  for 
him  because  he  had  never  seen,  at  first 
hand,  the  conflicting  pressures  applied  to 


Platform  party  (left  to  right)  PSGB 
secretary  and  registrar  John  Ferguson; 
vice-president  Bernard  Silverman; 
Vernon  Tomes,  deputy  Bailiff  of  Jersey; 
Under  Secretary  for  Health  Baroness 
Trumpington;  Conference  science 
chairman  Dr  Tony  Moffat,  and  PSGB 
treasurer  Colin  Hitchings.  Left  — 
President  Geoff  Booth  responds  to 
Baroness  Trumpington 

Ministers  when  a  Bill  was  passing  through 
Parliament.  "I  think  it  was  Bismarck  who 
said:  The  less  people  know  about  how 
sausages  and  laws  are  made  the  better  they 
will  sleep  at  night',"  he  commented. 

Dr  Booth  emphasised  that  the  Society's 
mam  effort  had  concentrated  on  the 
principles  to  be  applied  when  considering 
applications  for  new  contracts,  especially 
the  appeal  procedure.  Council  was 
concerned  that  the  system  was  fair  to  all 
parties  and  had  the  confidence  of  all  those 
involved,  particularly  the  public. 
Discussions  were  continuing  with  the 
Pharmaceutical  Services  Negotiating 
Committee  and  the  DHSS  on  how  those 
pharmacists  not  associated  with  an  NHS 
contract  could  be  heard. 

Referring  to  the  delay  in  implementing 
the  new  contract,  Dr  Booth  assured 
Baroness  Trumpington  that  pharmacists 
were  anxious  to  see  a  more  rational 
distribution  of  pharmacies  and  more  stable 
planning  of  a  pharmaceutical  service.  The 
president  went  on  to  say  that  nothing  had 
concerned  him  more  in  the 
pharmaceutical  field  over  the  past  year, 
than  the  bleeding  of  the  hospital  service, 
particularly  at  the  recruitment  and  first 
mangerial  grades.  But  he  was  pleased  that 
the  Minister  had  agreed  to  meet  him  as 
soon  as  negotiations  within  the 
Pharmaceutical  Whitley  Council  were 
concluded.  The  need  for  the  meeting 
would  in  no  way  be  lessened  if  the  latest 
salary  offer  proved  to  be  acceptable 
because  this  would  represent  only  one  step 
towards  recovering  so  much  lost  ground. 

Dr  Booth  was  delighted  to  report  some 
progress  on  implementing  controls  on 
environmental  standards  in  pharmacies 
under  Section  66  of  the  Medicines  Act. 
Good  progress  has  been  made  in 
discussions  with  the  DHSS  officers  on 
whether  basic  regulations  were  necessary. 
He  believed  a  report  would  soon  be  made 
to  Ministers,  after  which  there  would  be 
more  detailed  discussions  and  wide 
consultation  with  other  bodies  in 
community  pharmacy. 
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BPC  CONFERENCE 

'Welcome  to 
Jersey 
1986 


Dr  Nigel  Ratcliffe  and  his  wife 
Clare,  (centre)  industrial  and 
community  pharmacists 
respectively  from  Macclesfield, 
with  Catherine  Noakes. 

Plotting  for  BPC  87  in 
Manchester  Laurie  Goldberg 
(centre),  secretary  of  next  year's 
conference,  holds  an  impromptu 
committee  meeting  at  Madisons 
night  club  (left  to  right):  Judith 
Cantrill.  Anthony  Sivner 
(organising  committee). 
Raymond  Green  (treasurer  and 
branch  chairman),  Margeret 
Turner.  Christine  Clark 
(organising  committee) 


Mrs  Anne  Pearson  (left), 
secretary  of  Burnley  Branch  and 
her  husband  Barry,  also  a 
community  pharmacist,  with 
Mrs  Eithne  Sullivan  from 
Hastings  and  Mr  Alan  Webb. 
Stirling 


Miss  Nargis  Jaffer.  a  community  K 
pharmacist  from  Redhill.  with 
Guild  president  Mr  Bill  Brookes 
and  his  wife  (right)  from 
Stoke-on-Trent 


Top  brass  from  Northern  Ireland:  i 
PSNI  secretary  Derek  Lawson 
and  Sandra  Lawson  (left)  with 
president  Derek  Corbett  and  his 
wife  Pat 


486 


John  and  Helen  Walker, 
community  pharmacists  from 
Australia's  Gold  Coast,  flank 
Stella  and  Brian  Cook, 
community  pharmacists  from 
Worthing 


rom  Belfast  (left  to  right )  Mr  ^ 
imes  Chambers.  Mr  and  Mrs 
jhn  Knox,  Dr  James  McElnay 
Queen's  University),  Mrs 
athleen  OTlourke,  Mr  Ronnie 
IcMullan  (pharmaceutical 
fficer,  CCA),  Miss  Mary 
("Rourke  and  Mr  Thos  CRourke 


Jim  Armstrong  (left)  a  hospital 
pharmacist  from  Medway  with 
(left  to  right)  Dr  Kenneth  Lowe 
(University  of  Nottingham).  Mr 
and  Mrs  Paul  Longland 
(Northants)  and  Trevor 
Lowenhoff.  chairman,  Croydon 
Branch. 


ouncil  member  Bob  |f, 
(left)  and  his  wife  Celia 
ilso  a  hospital 
cist  with  Dr  Robert 
principal  of  the  Canberra 
of  Advanced  Education, 
wife  Judith,  a  pharmacist 
ry  Hospital.  Canberra 


national  gathering:  Mr  I. 
om  Malaysia  (left)  and 
imed  (Sudan),  both 
ly  at  Bath  University,  and 
abaka,  from  Tanzania 


Scandinavians  Dr  Peter  Edman 
(second  left)  of  Pharmacia  AB, 
Uppsala.  Sweden,  and  his  wife, 
with  Mr  Han  Elg.  his  vice 
president  (R&D)  and  Mr  Gunnar 
Wikstrom  (right) 


I  Mr  David  Buckle,  president  of  the 
Pharmaceutial  Society  of  New 
Zealand  (left)  and  his  wife  Lyn. 
with  Mr  Joe  Burns,  a  community 
pharmacist  from  New  Zealand, 
and  his  wife 
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Bring  GPs  into  testing 
scheme,  soys  Essex  LPC 


The  proposed  revision  of  the  Drug 
Testing  Scheme  is  an  ideal  time  to 
extend  the  scheme  to  doctor 
dispensing,  says  Essex  Local 
Pharmaceutical  Committee. 

The  DHSS  has  suggested  that  where 
simple  visual  identification  is  possible,  the 
need  for  a  full  analysis  is  dispensed  with,  at 
a  consequent  saving  to  the  Family 
Practitioner  Committee.  Essex  LPC 
understands  the  sentiments  of  this  idea, 
secretary  Miall  James  says  in  a  letter  to  the 
Essex  FPC  administrator.  "However,  we 

ABPI  deals  with 
drug  problems 

Promotional  material  from  Warner- 
Lambert,  Smith  Kline  &  French, 
Merrell  Dow,  Wellcome  and  Gold 
Cross  is  among  that  considered  in 
cases  before  the  pharmaceutical 
industry's  Code  of  Practice 
Committee  in  recent  months. 

The  Committee  dismissed  a  number  of 
complaints  about  promotional  material  for 
Warner-Lambert's  Erymax  erythromycin 
capsules,  but  ruled  that  a  claim  in  a  "Dear 
Doctor"  letter  that  there  was  no  more 
reliable  way  of  achieving  consistent  blood 
levels  of  active  erythromycin,  was 
misleading  and  exaggerated.  A  claim  that 
the  advertised  product  solved  the  problem 
of  variability  of  absorption  of  erythromycin 
was  also  exaggerated,  the  Committee 
judged. 

A  GP's  complaint  about  a  paragraph 
used  on  a  brochure  for  Tagamet  in  the 
treatment  of  dyspepsia  was  misleading  as  it 
compared  dissimilar  tests,  the  committee 
decided.  A  complaint  concerning  a 
histogram  on  the  same  brochure  was 
rejected. 

A  complaint  from  a  hospital  phar- 
macist in  respect  of  a  brochure  from 
Merrell  Dow  Pharmaceuticals  for  Rifater 
was  upheld.  The  complainant  considered 
the  brochure  to  be  misleading  in  giving 
the  impression  that  Rifater  alone  was 
sufficient  for  the  first  two  months  of  short 
course  tuberculosis  treatment,  while  the 
British  Thoracic  Society  recommended 
the  concomitant  administration  of 
ethambutol  or  streptomycin  in  addition  to 
the  ingredients  of  Rifater.  Two  further 
criticisms  were  dismissed. 

A  "Dear  Doctor"  letter  on  Septrin  from 
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feel  it  provides  an  excellent  opportunity  to 
extend  this  necessary  quality  control 
scheme  to  all  FPS  dispensing.  Unless  the 
FPC  agrees,  we  cannot  agree  to  the 
revision." 

Mr  James  points  out  that  doctors  are 
now  given  absolute  rights  to  dispense  in 
certain  areas  under  the  Clothier 
Regulations  and  "some  form  of  check  on 
the  expenditure  of  public  money,  is,  or 
ought  to  be,  essential."  The  LPC  has  asked 
for  the  matter  to  be  discussed  at  the  next 
FPC  meeting. 


Wellcome  was  considered  unbalanced 
with  regard  to  a  claim  for  the  efficacy  of 
Septrin  and  a  reference  to  trimethoprim 
being  associated  with  drug  resistance 
when  used  solely.  The  Committee  also 
ruled  that  a  phrase  used  in  the  letter,  that 
the  product  was  "the  most  useful  first 
choice  antibacterial  agent"  was 
superlative  and  in  breach  of  the  Code. 

In  another  case,  the  Committee 
considered  that  there  was  a  marked 
difference  in  appearance  between  the 
depiction  in  an  advertisement  and  the 
actual  appearance  of  Regulan  in  a  medical 
Press  advertisement  from  makers  Gold 
Cross,  comparing  the  product  with 
different  fibre  bulking  agents. 


Judith  Cantrill,  has  won  the  Chemist  & 
Druggist  Medal  and  Award  for  Practical 
Research  for  the  second  year  running.  Ms 
Cantrill  is  based  at  Hope  Hospital,  Saliord 
and  is  a  part-time  lecture  at  Manchester 
University  Department  of  Pharmacy. 
Judith's  paper,  presented  on  Tuesday,  was 
"Low  dose  aspirin  —  what  do  patients 
understand?" 


PPA  to  upgrade 
computers 

Prescription  Pricing  Authority 
computers  are  to  be  upgraded  to 
speed  up  the  processing  of  around 
360  million  scripts  received  each 
year. 

Following  benchmark  trials  at  the 
PPA's  Newcastle  headquarters  and  ROCC 
Computers  Ltd  in  Crawley,  it  is  estimated 
that  throughput  capability  will  be 
increased  by  an  estimated  20  per  cent. 
Thirty-seven  computers  supporting  1,400 
workstations  will  be  upgraded  with  high 
performance  workstations,  and  a  new  disc 
operating  system.  An  additional  multi- 
micro  computer  with  39  workstations  will 
be  installed  in  Newcastle.  Installation  and 
commissioning  will  take  place  over  six 
months  to  the  system  in  Bolton,  Sheffield, 
Durham,  Wakefield,  Liverpool,  Preston, 
West  Bromwich,  Manchester  and 
Newcastle. 


Vital  statistics! 

According  to  figures  from  the  Office 
of  Health  Economics,  spending  on 
the  NHS  has  dropped  in  the  last 
year  from  6.2  per  cent  of  Gross 
Domestic  Product  to  6  per  cent. 

Translated  into  cash,  that  0.2  per  cent 
drop  is  equivalent  to  some  £700m.  "And  a 
few  hundred  million  in  London  would 
make  a  tremendous  amount  of  difference 
to  its  health  service,"  says  the  ABPI's 
public  and  economic  affairs  director 
David  Taylor.  Mr  Taylor  said  that  the  drop 
in  the  proportion  of  GNP  spent  on  the  NHS 
suggests  that  an  extra  £200m-£300m  could 
be  spent  improving  health  care. 

He  was  speaking  at  the  launch  of  the 
first  of  a  series  of  annual  reports  from  the 
Association  of  the  British  Pharmaceutical 
Industry  "Agenda  for  health",  aimed  at 
politicians  and  health  professionals.  The 
report  gives  an  overview  of  health  care 
focusing  on  some  of  the  problems  facing 
the  industry.  "Agenda  for  Health"  is 
available  from  the  ABPI,  12  Whitehall, 
London  SW1A2DY.  

Pharmacy  —  the  Future:  the  section  on 
"The  art  of  backchat  for  the  listener"  on 
p22  in  the  Education  section  was  written 
by  J.B.  Kitching,  tutor  in  educational 
development,  The  University  of  Bradford. 
Mr  Kitching,  who  also  runs  a  consultancy 
on  public  speaking  spoke  at  the  BP 
Conference  in  Jersey  this  week  on 
"Communication,  counselling  and  co- 
operation" in  the  second  professional 
session  on  Community  Pharmacy. 
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Final  hurdle  over 
at  Immingham 

I  An  Immingham  pharmacist  is  now 
clear  to  open  a  pharmacy  in  a 
council  house  next  door  to  a  doctor's 
surgery  CC&D  September  6,  p348). 

The  meeting  of  the  full  Cleethorpes 
Council  has  confirmed  the  planning 
committee's  recommendation  that  Mr  I  D. 
Grant  be  allowed,  subject  to  security 
provisions,  to  open  a  pharmacy  at  21 
Worsley  Road,  next  to  a  surgery  at  23. 
Local  residents  had  opposed  the  plans  for 
fear  of  drug  addicts  and  the  loss  of 
residential  housing. 

A  council  spokesman  said  that  the 
application  by  the  firm  Foster  and 
Plumpton  to  open  another  pharmacy  at  19 
Worsley  Road  may  be  discussed  at  the 
next  meeting  of  the  planning  committee  on 
October  8. 


OC  cancer  link 

Two  studies  published  in  The 
Lancet  and  the  British  Medical 
Journal  this  week,  have  done  little 
to  alleviate  uncertainty  over  a 
possible  link  between  the  Pill  and 
breast  cancer. 

A  Swedish  study  reported  in  The 
Lancet  (September  20)  shows  a  two  fold 
increase  in  the  risk  of  breast  cancer  after 
iwelve  years  or  more  oral  contraceptive 
use;  a  trend  in  risk  with  duration  of  use, 
and  an  increased  risk  with  eight  or  more 
years'  use  before  the  first  full  term 
pregnancy. 

In  the  British  Medical  Journal 
(September  20)  a  report  from  New  Zealand 
indicates  there  is  no  overall  increased  risk 
with  over  ten  years  use  of  OCs,  and  no 
increase  in  risk  with  long  term  use  before 
the  first  pregnancy  or  the  age  of  25. 

Both  studies  are  described  as  "first 
Irate"  by  the  journals  but  they  say  that  the 
results  should  be  considered  alongside 
those  obtained  by  the  Cancer  and  Steroid 
Hormone  study  of  the  US  Centres  for 
Disease  Control.  This  involved  over  4,700 
women  under  55  with  newly-diagnosed 
breast  cancer  and  4,676  controls  — 
approximately  ten  times  larger  than  the 
New  Zealand  and  Swedish  studies.  The 
CASH  study's  most  recent  results  showed 
hat  duration  of  OC  use  did  not  influence 
the  risk  of  breast  cancer. 

The  Committee  on  Safety  of  Medicines 
[s  to  review  all  these  studies,  but  until  their 
/lews  are  made  known  chairman  Abraham 
ooldberg  says  there  should  be  no  change 
in  current  practice  or  advice  on  OCs. 


Colourcare  won  the  gold  award  for  the  best  stand  design  at  Chemex  recently.  "This  pro- 
ves the  impact  of  the  new  Colourcare  colours  and  butterfly  logo  which  were  redesigned 
as  part  of  this  year's  relaunch,"  says  the  company.  The  full  range  of  dealer  support 
material  was  on  show  including  POS,  leaflets  and  film  packaging  with  wallets.  Shadow 
Health  Minister  Frank  Dobson  (left)  visited  the  stand  and  is  seen  here  with  Colourcare's 
London  region  sales  manager  Stuart  Thompson 


UKCPA  proposes 
patient  register 
for  wider  role 

The  United  Kingdom  Clinical 
Pharmacy  Association  is  in  favour 
of  patients  registering  with  a 
particular  pharmacy,  and 
pharmacists  being  able  to  repeat 
prescribe  under  closely  defined 
conditions. 

The  Association  says  that  a  capitation 
fee  system  would  mean  the  pharmacist 
would  then  be  remunerated  for  his 
counselling  role  and  would  be  able  to 
provide  a  domiciliary  service  for  those 
registered  with  him. 

In  its  response  to  the  Government's 
Green  Paper  on  primary  health  care,  the 
Association  says  that  full  medication 
records  should  be  kept  for  registered 
patients,  including  OTC  purchases,  with 
the  pharmacist  having  access  to  medical 
records  at  the  local  practice. 


The  community  pharmacist  should  also 
be  allowed  to  supply  repeat  medicines 
without  a  prescription  under  certain 
defined  criteria,  the  Association  says,  and 
be  encouraged  to  report  adverse  drug 
reactions  to  the  Committee. 

They  should  also  become  more  in- 
volved with  "high  technology  home 
therapy"  including  cancer  chemotherapy, 
parenteral  nutrition  and  dialysis,  and  offer 
routine  BP  screening,  blood  sugar 
measurements,  urine  analysis  and 
pregnancy  testing. 

To  release  time  for  this  extended  role, 
the  UKCPA  suggests  that  more  use  should 
be  made  of  trained  dispensing  tech- 
nicians. Closure  of  pharmacies  during 
quiet  periods  may  be  another  option. 

The  Association  says  that  clear 
definitions  of  standards  of  practice  should 
be  adequately  evaluated.  Certificates  of 
competence  in  the  various  extended  role 
skills  mentioned  may  be  one  way  of 
achieving  a  remuneration  structure  —  a 
form  of  good  practice  allowance.  Patients 
with  particular  problems  could  then  be 
encouraged  to  register  with  a  pharmacy 
specialising  in  those  problems. 


Ignore'  hospital 
pay  offer 

A  recommendation  from  Guild  of 
Pharmacists  that  members  accept 
the  latest  Whitley  Council  pay  offer 
(C&D  September  20,  p450),  should 
be  ignored  say  pharmacists  at  the 
Royal  Hallamshire  Hospital. 
Sheffield. 

They  are  calling  on  members  to  further 
consider  the  implications  of  out-hours- 
services  and  associated  payments  before 
voting  in  the  forthcoming  ballot. 


Spokesman  Paul  Defy  told  C&D  they 
are  particularly  concerned  there  is  no 
guarantee  that  every  pharmacist  who 
wishes  to  work  out-of-hours  —  and  receive 
the  enhanced  payments  —  will  be  able  to. 

"The  Save  a  life  campaign"  aims  to 
teach  around  a  quarter  of  a  million  people 
basic  techniques  that  could  save  lives.  The 
campaign,  to  be  launched  nationally  on 
September  30,  has  been  planned  and  co- 
ordinated by  the  Royal  Society  of 
Medicine.  It  will  focus  on  those  crucial 
minutes  before  the  ambulance  arrives. 
Extensive  Press  coverage  is  planned  and 
six  ten-minute  programmes  on  BBC 
television  commence  on  October  12. 
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125  years  of 

wholesale 

achievement 

Wholesalers  Richard  Daniel  & 
Son  are  celebrating  their 
125th  birthday  and  the 
opening  of  a  £350,000 
warehouse  with  a  trade  fair 
for  their  customers  next 
month.  C&D  takes  a  look  at 
the  company's  history. 

Richard  Daniel  first  established  his 
business  in  Derby  in  1861  as  a  patent 
medicine  vendor,  also  trading  in  sweets 
and  chocolates.  In  1895  the  company  was 
described  by  a  local  trade  directory  as  a 
"druggist  wholesaler". 

The  company  arrived  at  its  present  site 
in  1927  with  the  acquisition  of  another 
wholesale  company,  Davies  &  Son.  The 
then  "modern"  site  in  Mansfield  Road  was 
constructed  round  a  large  house  formally 
owned  by  a  Mr  Bendle-Moore  who  was  a 
prominent  Derby  solicitor  and  the  new 
warehouse  covers  an  area  which  at  that 
time  was  devoted  to  lawns  and  orchards. 

In  1920  an  entry  in  the  Industries 
Directory  states  that  Richard  Daniel  &  Son 
were  manufacturers  of  compressed  tablets 
of  all  descriptions  for  medicinal  use  and 
sole  distributing  agents  for  Derby-made 
malt  extract.  They  also  made  Dania,  a 
constitutional  tonic  and  body  builder. 

It  seems  that  Davies  &  Son  were  also 
manufacturers,  so  it  was  inevitable  that 
manufacturing  would  continue  incon- 
junction  with  medicine  wholesaling, 
although  Richard  Daniel  &  Son 
abandoned  production  in  1976,  with  the 
exception  of  ophthalmic  products,  to 
concentrate  on  wholesaling.  Since  then, 
this  specialist  production  has  expanded 
and  the  company  remains  a  leading 
supplier  of  generic  ophthalmic  products, 
ointments  and  suppositories  within  the  UK 
and  overseas. 

Four  years  ago  the  manufacturing 
division  suffered  a  major  set-back  when 
fire  destroyed  the  factory.  However,  the 
company  has  now  re-established  itself  as  a 
leading  supplier  of  specialised  ophthalmic 
products  throughout  the  UK  and  to  30 
countries  around  the  world.  Its  proudest 
achievement  last  year  was  to  supply  2 
million  ophthalmic  products  worth  over 
£350,000  to  the  Ghanaian  government 
within  a  tight  deadline. 

Richard  Daniel  died  in  1908  but  the 
company  remains  independent  within  his 
family's  control;  the  present  chairman  is 


Supplying  to  the 
chemists  —  an 
early  van 


The  old 
warehousing  for 
the  "wholesale 
druggist" 


the  great-grandson  of  the  founder. 

Over  the  past  125  years,  the  company 
continued  to  progress  steadily  under  the 
directorship  of  Norman  Holmes,  MPS  (now 
retired)  and  Ernest  Haddon,  MPS.  The 
business  of  George  Wood  at  Ashton- 
under-Lyne  was  acquired  in  1947  and  a 
new  wholesale  branch  at  Grassmoor,  near 
Chesterfield  was  created  in  1959.  Even 
more  rapid  expansion  over  recent  years, 
including  development  of  the  Numark 
franchise  within  the  East  Midlands  has 
necessitated  a  £350,000  investment  in  new 
warehouse  accommodation  in  the  same 
year  as  its  125th  birthday. 

Proud  of  its  long  established  local 
heritage  and  independence,  the  company 
plans  to  celebrate  this  double  event  by 
holding  a  trade  fair  for  its  customers  on 
October  1,  when  the  new  warehouse  will 
be  formally  opened  by  John  Forster,  FPS, 
chairman  of  Numark  and  managing 
director  of  another  independent  Numark 
distributor,  Hall  Forster  &  Co  of 
Newcastle-upon-Tyne. 

From  modest  beginnings,  the  company 
now  employs  over  200  people,  the  longest 
serving  being  pharmacist  Ernest  Haddon 
who  started  in  1932,  after  qualifying  in 
1929. 


Way  back  when?  Dispatch  at  Richard 
Daniel  &  Son 
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■TOPICAL  REFLECTIONS^ 

by  Xrayser 


Container  cost 
inquiry  launched 

The  Pharmaceutical  Services 
Negotiating  Committee  and  DHSS 
have  agreed  that  a  container  cost 
inquiry  be  held  during  the  three 
weeks  commencing  Saturday. 
October  11. 

Some  216  contractors  are  being  asked 
to  participate  and  provide  details  of 
containers  used  on  a  selected  day. 
Contractors  contacted  by  the  Inquiry  Unit 
are  urged  to  complete  the  form  they  have 
received  and  return  it  as  soon  as  possible. 

PSNC  says  it  is  important  that 
contractors  co-operate  in  order  to  achieve 
a  valid  statistical  sample  so  that  the  data 
may  be  used  in  negotiating  the  container 
allowance  for  1987-88. 

Dispensing  GPs 
Archers  affair 

A  dispensing  doctor  is  to  set  up 
practice  in  Ambridge,  in  Radio  4's 
programme  "The  Archers",  and 
pharmacists  are  demanding  that 
action  be  taken. 

They  are  concerned  for  the  community 
pharmacist  in  a  nearby  town  who  has 
dispensed  prescriptions  and  advice  for  the 
inhabitants  of  Ambridge  for  many  years. 
The  National  Pharmaceutical  Association 
has  received  several  calls  from  members 
but,  after  discussion  with  Pharmaceutical 
Society  secretary  and  registrar  Mr  John 
Ferguson,  and  assistant  secretary  Bruce 
Rhodes,  director  Tim  Astill  has  decided  to 
let  the  matter  rest. 

Mr  Astill  (who  is  not  an  Archers  fan) 
told  C&D:  "The  doctor  concerned  is  a 
nasty  character  and  is  already  reportedly 
having  an  affair  with  a  patient.  If  this  is 
how  the  BBC  wishes  to  portray  dispensing 
doctors  then  it  will  do  them  more  harm 
than  good.  But  of  course,  I  would  like  to 
see  a  pharmacist  installed  in  Ambridge." 

More  PL(PI)s 

The  following  Product  Licences  (Parallel 
Importing)  have  been  notified  to  C&D 
since  the  June  28  supplement. 

Whitworth  Pharmaceuticals  Ltd 

PL/4423/0088     Dicynone  500  Elhamsylale  SOOmg, 

sodium  (neutral 
sulphate)  0  5mg 

PL/4423/0095    Stemetil  supps  25mg  Prochlorperazine 
maleate  25mg 

PL/4423/0137     Penactm  tabs  4mg  Cyproheptadine 

hydrochloride  4  26mg 
(  =  4mg  base) 


Taking  stock 

I've  just  been  shown  a  Nielsen  report  for 
retail  pharmacies.  They  suggest  we  have 
been  reaching  increases  in  retail  turnover 
of  some  10  per  cent.  I  wish  I  were  in  their 
sample!  Being  anonymous  I  can  admit  my 
turnover  is  barely  matching  last  year's. 
Some  months  I  have  been  well  down,  due  I 
think  to  the  rotten  weather.  Last  month,  I 
was  up,  but  averaged  out  the  increase  just 
covers  inflation.  Yet  I'm  trying  hard... 

I've  modified  my  cosmetic  ranges,  my 
perfumery  and  photo  counters,  to  keep  up 
to  date.  These  areas,  apart  from  a  really 
bad  spell  with  Rimmel  a  while  back,  all 
show  growth.  An  analysis  of  retail  turnover 
recently  pointed  to  a  real  drop  of  sales  in 
the  cut  price  commodities  —  things  like 
toothpastes,  bath  additives,  hair  sprays 
and  deodorants.  I'm  looking  again  at  my 
price  structure,  which  actually  seems 
alright  when  compared  with  the  multiples. 
The  only  reasons  I  can  suggest  are  lack  of 
variety,  poorer  merchandising,  and 
fundamental  changes  in  shopping 
patterns.  I  can  attend  to  the  first  two,  but 
feel  a  bit  helpless  at  the  third.  Whatever 
the  reasons,  it's  not  been  my  best  year. 


Correspondents 

I  am  grateful  to  the  people  who  write  to 
me,  c/o  C&D,  with  all  sorts  of  advice  and 
suggestions.  I  am  not  always  kind,  so  be 
careful!  If  you  don't  want  your  name 
published,  say  so,  but  give  me  a  nom  de 
plume  I  can  use,  because  stimulating 
points  of  view  are  enormously  helpful  to 
me  when  I  come  home  after  my  full  day  in 
the  pharmacy,  drained  dry,  and  have  write 
my  1000  words,  every  week.  Ail  together 
now,  "aaaahh". 

But,  enough  of  this  introspection  ...  A 
pharmacist  has  been  good  enough  to  post 
me  on  short  loan,  a  cassette  tape  and 
instruction  course  called  "Continuing 
Education  for  Pharmacists",  a  Phar- 
maceutical Society  project  labelled 
"National  Extension  College  Pharmacy 
Practice  Group." 

The  course  consists  of  a  folder  with 
instructions  as  to  how  to  get  the  best  from 
the  programme;  with  a  series  of  lessons 
called  module  1,  and  a  tape.  When  I 
played  side  one,  the  tape  caused  me  to  sit 
up  and  take  notice  for  the  first  time  in 
years. 

As  a  matter  of  professional  integrity  I 
have  attended  various  lectures  over  the 
years,  hoping  to  keep  reasonably  up  to 
date  this  way.  To  be  honest,  while  the  words 
were  taken  in,  I  found  it  hard  to  retain 
much  of  what  I  thought  I  had  learned.  I 
understood  at  the  time,  but  seem  less  able 


to  re-enforce  the  learning  on  my  own. 

The  first  lesson  on  the  tape  concerned 
our  old  friend,  diarrhoea,  and  how  we  deal 
with  people  who  say  they  have  it.  It  was 
presented  as  a  typical  request  for  help 
from  a  customer.  As  the  dialogue 
developed  it  was  impossible  not  to  identify 
with  the  situation,  and  I  found  myself  jolted 
by  one  or  two  of  the  questions  asked  — 
questions  I  have  not  asked,  as  well  as  by 
conclusions  I  would  not  always  have  made. 
It  was  a  salutory  object  lesson,  for  me  at 
any  rate,  and  presented  in  such  a  way  as  to 
have  enormous  impact  and  relevance  to 
pur  performance  in  our  role  as  advisers 
and  suppliers  of  medicines.  It  did  not  talk 
down  to  us,  but  made  points  without 
making  you  feel  diminished. 

Without  question,  I  consider  this  to  be 
a  major  breakthrough  in  the  methods  of 
pharmaceutical  further  education.  It  has 
relevance  to  the  work  we  actually  find 
ourselves  doing.  It  gives  a  means  of  self- 
assessment  and,  by  reason  of  its  dialogue 
technique,  must  stimulate  us  towards 
achieving  an  infinitely  more  competent 
performance  in  future. 

Apparently,  this  is  a  pilot  project  being 
run  in  the  first  instance  in  the  Wessex, 
Oxford,  and  Anglia  NHS  regions.  All  I 
can  say  is,  lucky  fellows.  No,  that  isn't  all  I 
can  say!  Let  me  go  on  and  congratulate 
our  Society  for  the  best  thing  they  have 
done  in  years.  Since  we  have  a  new 
secretary  and  registrar,  how  about  "Well 
done,  Fergie." 


Staff  competence 

In  the  same  post  came  a  letter  from  the 
National  Pharmaceutical  Association 
asking  that  attention  be  drawn  to  courses 
they  are  running  for  staff  training.  They've 
moans  from  members  complaining  all 
their  training  courses  were  held  in 
London,  and  why  couldn't  they  run  them 
throughout  England  and  Scotland?. 

Well,  they  heard  what  we  said  and  have 
set  up  a  series  of  one  day  courses 
throughout  the  country.  Since  all  of  us 
employ  staff,  and  many  of  us  give 
opportunities  to  younger  people,  who,  let's 
face  it  are  a  bit  green  when  compared  to 
ourselves  and  our  experienced  assistants, 
this  one  day  release  school  on  customer 
contact  skills  and  selling  methods  could  be 
an  absolute  godsend.  I  don't  know  about 
you,  but  I  find  it  hard  to  find  time  for 
formal  training,  so  apart  from  teaching 
them  the  routine  shop  procedures  myself, 
younger  staff  have  to  pick  up  the  skills  by 
assimilation.  This  is  alright  sometimes,  but 
can  make  you  wince  at  others.  I  reckon  the 
improvement  in  understanding  shown  by 
staff  who  attend  these  training  sessions  is 
equivalent  to  about  a  year's  experience. 
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Teething  care  you  can 

recommend 
with  confidence. 


ANBESOL*  is  increasingly  the  treatment  that  pharmacists 
recommend  to  gently  soothe  sore  gums.  Its  formulation 
contains  lignocaine  for  rapid  and  effective  pain  relief  and  an 
antiseptic  to  discourage  infection. 

ANBESOL  is  a  teething  product  that  you  can  recommend 
with  confidence. 


Care  you  can  recommend  with  confidence. 


Whitehall 

LA  BO  R ATO  R  I  ES 


ANBESOL 


ANBESOL 


tUIC 


ml.  6 


■details,  contact  your  Whitehall  representative.  Whitehall  Laboratories,  11  Csh.enies  Street,  London  WOE  7ET. 


•Trade  Mark 


COUNTERPOINTS 


Ovulation  test 
for  Chef aro 


Around  one  million  women  in  the  UK  will 
try  to  conceive  in  1986;  after  nine  months 
one  in  four  will  still  not  be  pregnant. 

So  say  Chefaro  Proprietaries,  whose 
Discretest  OTC  home  ovulation  test 
(£27.50)  is  aimed  at  helping  overcome  the 
most  common  reason  for  failure  to 
conceive  —  wrong  timing.  Peak  fertility 
lasts  only  12  to  24  hours,  the  company 
says,  and  the  timing  of  ovulation  varies 
from  month  to  month  in  the  same  woman, 
as  well  as  varying  between  individuals. 

Discretest  is  a  direct  agglutination  tube 
test,  based  on  the  sol  particle  immuno 
assay  technology  developed  by  Chefaro 
and  used  in  Predictor  pregnancy  tests, 
which  detects  the  rise  in  luteinising 
hormone  (LH)  that  triggers  ovulation. 
Discretest  measures  urine  LH,  with  the 
surge  shown  by  means  of  a  colour  change. 
Chefaro  say  about  24  hours  elapses 
between  the  surge  and  ovulation. 
Discretest's  advantage,  therefore,  over  the 
temperature  method,  is  that  the  latter  only 
indicates  when  ovulation  has  already 
taken  place,  so  the  chances  of  conception 
are  diminished,  say  Chefaro.  The  product 
will  be  aimed  at  women  who  have  been 
trying  for  a  baby  without  success,  mothers 
who  wish  to  become  pregnant  again  after  a 
specific  period,  and  career  women 
planning  a  pregnancy. 

Discretest  consists  of  seven  colour 
change  test  tubes  which  can  be  used  on 
one  or  more  days  until  the  LH  surge  is 
detected.  The  used  combines  early 
morning  urine  with  the  test  substance  and 
checks  for  colour  changes  after  30 
minutes.  An  in-pack  leaflet  indicates  on 
which  day  of  the  cycle  tests  should  start. 

Chefaro  say  laboratory  trials  have 
shown  Discretest  to  predict  ovulation 
reliably  in  two  out  of  three  cases  in  the  first 
month  of  testing,  with  accuracy  increased 
if  tests  are  performed  twice  daily. 

The  launch,  which  Chefaro  say  will 
create  a  totally  new  diagnostic  sector 
worth  around  £15m,  will  be  backed  by  a 
£500,000  marketing  support,  including 
consumer  Press  advertising,  with 
promotional  campaigns  aimed  at  both 


consumers  and  doctors.  POS  material  and 
a  consumer  leaflet  are  also  available. 
Chefaro  Proprietaries,  Cambridge 
Science  Park,  Milton  Road,  Cambridge 
CB4  4BH.  

Savlon  are  running  a  promotion  on 
Lipcare,  offering  a  twin  pack  at  £0.85,  a 
saving  of  25  per  cent.  In  addition,  counter 
assistants,  according  to  their  product 
sales,  can  send  for  a  free  Lipcare  in  a  blue 
leather  case  which  comes  with  a  chance  to 
enter  a  competition.  Distributed  by:  Care 
Laboratories  Ltd,  Lindow  House,  Beech 
Lane,  Wilmslow,  Cheshire. 


A  monster-size 
promotion 

The  largest  ever  on-pack  promotion  is 
being  claimed  by  Duracell  UK  and  will 
run  until  January  to  gain  from  Christmas 
trading. 

The  promotion  offers  the  toy  Desmond 
the  Dinosaur  free,  with  nine  proofs  of 
purchase.  Desmond  features  in  Duracell's 
Christmas  television  commercial. 

Consumers  can  get  the  battery- 
operated  toy  by  mail  order  in  return  for 
nine  tokens  which  will  be  flashed  on  packs 
of  MN1300,  1400  and  1500B4  batteries.  Or 
alternatively  by  sending  £7.99  and  three 
proofs  of  purchase.  The  tokens  must  come 
from  at  least  two  different  battery  sizes. 

POS  material  featuring  Desmond  will 
support  the  promotion  which  starts  in 
October.  Duracell  UK  Ltd,  Duracell 
House,  Church  Road,  Lowfield  Heath, 
Crawley,  West  Sussex  RH11  0PQ. 


Discover  in 
Colour  too! 

Pregnancy  test  kits  based  on  a  colour 
change  have  led  the  fast  growth  of  the 
market,  currently  worth  some  £4m  at  rsp, 
and  increasing  at  50  per  cent  a  year,  say 
Carter- Wallace,  who  next  week  unveil 
their  own  colour  test  in  Discover  Colour. 

Colour  tests  now  account  for  just  over 
half  of  the  650,000  units  sold  each  year, 
the  company  says.  "The  main  benefits  of 
colour  tests  is  that  they  are  more  sensitive 
and  are  quicker,"  says  marketing  manager 
David  Thompson.  "But  the  mechanics  of 
the  test  themselves  are  not  that  different." 

In  Mr  Thompson's  view,  the  advantage 
Discover  Colour  offers  is  its  "unique 
colour  bead"  indicator.  This  is  two  pale 
yellow  beads  set  into  the  testing  "sticks." 
The  lower  bead  changes  colour  when 
human  chorionic  gonadotrophin  (HCG)  is 
detected.  If  the  lower  bead  is  darker  than 
the  top  bead  the  test  is  positive.  "This 
provides  a  reference  against  which  a 
woman  can  always  read  her  result," 
explains  Mr  Thompson. 

The  test  —  an  enzyme-linked  immuno- 
sorbent assay  —  uses  an  HCG -specific 
monoclonal  antibody  in  solution,  and  a 
polyclonal  antibody  absorbed  onto  the 
lower  bead.  When  urine  is  added  to  the 
pack's  grey-stoppered  tube,  which 
contains  monoclonal  antibody,  and  the 
indicator  is  inserted;  any  HCG  present 
will  become  bonded  to  the  two  antibodies 
forming  a  "sandwich".  The  indicator  is 


rinsed  in  cold  water,  and  then  placed  in 
the  second,  blue-stoppered  tube  which 
contains  the  colour  developing  substrate. 

Carter-Wallace  say  the  test  is  sensitive 
to  50  mlU  HCG  per  ml,  and  positive 
results  can  be  seen  in  20  minutes,  though  it 
is  officially  a  30  minute  test.  Laboratory 
studies  indicate  99  per  cent  accuracy. 

Consumer  advertising  will  begin  in 
October  with  a  £200,000  campaign 
running  through  to  February.  All  the 
leading  women's  titles  are  featured  in  the 
schedule,  including  Cosmopolitan, 
Options,  Living,  Family  Circle,  She,  True 
Romance,  Loving,  Woman 's  World, 
Company  and  True  Story. 

Discover  Colour  is  available  in  a 
counter  display  unit  holding  six  packs;  a 
countercard  contains  full  information 
leaflets.  Carter- Wallace  say  that  Discover 
2,  which  is  the  leading  ring  test,  will 
continue  to  provide  two  tests  at  a  lower  unit 
pnce,  appealing  to  the  value-conscious. 
Carter-  Wallace  Ltd,  Wear  Bay  Road, 
Folkestone,  Kent. 
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Were  spending 
a- lot  more • on 

ourappearanc 


Over  the  years  we've  been  developing  new  hair-care  and  beauty 
products  to  equal  the  quality  of  Sebosyn  conditioner,  S3  professional  treatment 
shampoo  and  our  exceptional  Handmilk,  products  which  built  our  reputation. 

Now  we've  taken  a  completely  new  look  at  the  presentation  of  all 
these  and  other  Steiner  products,  specifically  for  the  retail  trade. 

Soon  you'll  be  seeing  the  stylish  new  packaging  for  a  range  that's 
expanding  to  satisfy  the  demand  for  more  professional  standards  in  over-the- 
counter  products. 

We're  spending  a  lot  more  on  our  appearance,  because  we  aim  to  be  seen 
in  all  the  right  places. 

We'll  be  appearing  in  full-colour  pages  in  the  national  press,  reaching 
millions  of  women  who'll  see  the  Steiner  name  in  a  completely  new  exciting  light. 

With  our  considerable  experience  behind  us,  and  a  determined  new 
future  in  front  of  us,  we're  ready  to  meet  the  growing  demand  for  Steiner 
products.  Your  customers  will  be  asking  for  our  products  by  name,  so  display 
Steiner  and  profit  from  our  experience. 

Contact  Mandi  Cook  now  on  0 1  -493  1 144  or  write  to  us  at  Steiner  House, 
66  Grosvenor  Street,  Mayfair,  London,  W1X  OAX  about  becoming  an  approved 
Steiner  stockist. 


BV  APPOINTMENT  TO 
QUEEN  ELIZABETH  THE  QUEEN  MOTHER 
COSMETICIANS 
STEINER  PRODUCTS  LONDON 


The  •  Experience  •  Shows 


FROM  THE 
ENGLISH  GRAINS  PORTFOLIO. 

Beauty  from  Within  is  a  range  of  multinutrient  tablets  formulated  to 
benefit  the  eyes,  the  hair  and  the  skin. 

The  packaging  and  point  of  sale 
material  gives  Beauty  from  Within  a 

unique  image.  National  advertising  includes 
colour  pages  in  Cosmopolitan,  Woman's 
Journal,  Options,  Company,  Look  Now, 
Woman's  World,  and  Here's  Health. 
This  advertising  will  ensure  that  Beauty 
from  Within  has  maximum  exposure  to 
the  most  advantageous  readership  and  so  create  extremely  high  demand. 


For  further  details  call  ( 0283 )  221616,  or  write  to:  Beauty  from  Within,  English  Grains  Limited, 
Park  Road,  Oversea/,  Burton-on-Trent,  Staffs.  DEI 2  6/T 


—  COUNTERPOINTS 


Kodak  keep  out 
the  cold  

Kodak's  Autumn  and  Winter  promotions 
include  a  holiday  competition,  money  off 
VR  and  slide  film,  and  the  introduction  of  a 
new  compact  camera,  as  well  as  Press 
advertising,  POS  material  and  bonuses  for 
dealers. 

The  Kodak  K4a  compact  camera  is  a 
budget-priced  model  aimed  at  those 
moving  up  from  disc  or  110.  It  has  a  built- 
in  flash,  manual  wind/rewind,  film  speed 
and  exposure  setting,  and  a  combined  lens 
and  viewfinder  cover  that  acts  as  a  shutter 
release  lock. 

The  camera  has  a  rsp  of  £34.95 
including  a  case,  batteries  and  Kodacolor 
Gold  100  film.  A  blister-packed  version 
complete  with  batteries  intended  for  self 
selection  is  expected  to  sell  at  £29.95. 

Kodacolor  VR,  Ektachrome  and 
Kodachrome  multipacks  carry  money-off 
offers.  There's  "a  cool  £1  or  more"  off  twin 
packs  of  VR  100  35mm  and  VR  200  110 
format  films  and  tri-packs  of  VR  200  disc 
film,  and  "a  cool  £1.50  or  more"  off  twin 
packs  of  Kodachrome  64  and  Ektachrome 
100  slide  film.  The  packs  are  to  be 
available  from  September  29,  say  Kodak. 

For  dealers  there  is  an  extra  5  per  cent 
discount  on  disc  and  VR  CM  135  film 
ordered  and  delivered  up  to  October  31. 
Details  of  extended  credit  are  available 
from  company  representatives. 

Advertisements  for  the  Kodacolor 
Gold  film  in  the  enthusiasts  Press  are  to 
carry  details  of  a  competition  to  win  a 
21-day  round  the  world  holiday.  There  are 
to  be  second  and  third  prizes  of  cameras 
and  film.  Judging  of  the  best  photograph 
of  a  "golden  moment"  takes  place  next 
February. 

Dealers  can  also  win  holiday  prizes  in 
Kodak's  window  display  competition. 
Three  prizes  of  £1,000  worth  of  Thomas 
Cook  vouchers  will  be  given  to  those 
dealers  who  supply  photographs  of  the 
best  displays  using  Kodak  material  and 
products. 

Twin  packs  of  Kodak's  E-180  and  L750 
video  tapes  carry  a  booklet  of  money-off 
vouchers  worth  up  to  £500  covering  a 
range  of  goods  from  coach  tickets  to 
leather  furniture. 

Press  advertising  in  The  Sun,  Daily 
Mirror,  Daily  Mail,  Daily  Express  and 
Radio  Times  features  the  35EF  camera 
with  the  copy  line  "Who  else  could 
guarantee  a  Christmas  present  for  five 
years?" 

POS  material  for  the  money-off  offers, 
Gold  film,  the  holiday  competition,  the 
video  cassette  offer  and  the  range  of 


compact  cameras  is  available  from  Kodak 
Ltd,  Kodak  House,  Station  Road,  Hemel 
Hempstead,  Herts  HP1 1JU. 

■  Kodak  is  the  official  film  for  the  Asian 
Games  in  Seoul  (September  20  to  October 
7).  The  company  also  plans  to  provide 
support  services  for  Press  photographers 
at  the  games.  Kodak  say  they  will  be  back 
in  Seoul  for  the  1988  Olympic  Games. 


A  new  roll 

Unichem  are  launching  a  new  white  toilet 
tissue  in  full-colour  packaging. 

In  October,  the  extra  soft  tissue  which 
is  marketed  on  a  "good  value  for  money  on 
a  square  inch  per  penny"  basis  will  have 
7p  off. 

The  twin  packs,  containing  240 
bleached  sheets,  will  be  delivered  in  cases 
of  18  and  normally  priced  at  £0.49. 
Unichem  Ltd,  Unichem  House,  Cox  Lane, 
Chessington,  Surrey. 


TV  for  baby  — 
Cow  &  Gate  II 

The  new  babymeal  jar  sizes  feature  in  the 
second  phase  of  Cow  and  Gate's  television 
campaign. 

The  40-  and  10-second  advertisements 
(ITV  and  Channel  4),  continuing  the 
theme  "Two  short  steps  to  grown  up  food", 
will  run  until  December.  Cow  and  Gate 
Ltd,  Cow  &  Gate  House,  Trowbridge, 
Wilts  BA14  8HZ. 


ON  TV 
NEXT  WEEK 


GTV  Grampian 

U  Ulster 

STV  Scotland 

B  Border 

G  Granada 

(central) 

C  Central 

A  Anglia 

Y  Yorkshire 

CTVChannel  Islands 

TSW  South  West 

HTV  Wales  r5  West 

IWT  London  Weeke 

d   TTV  Thames  Telev 

s.on  TVS  South 

C4Channel4 

Bl  TV  am 

TTTyneTees 

Askit  powders:  GTV, STV 

Bisodol:  STV,HTV,TVS 
Farleys  Breakfast  Timers:  Bt 
Gilette  Blue  II  disposable  razor:  GTV,U,STV 
B,G,Y,C,A,HTV,TSW,TVS,LWT,TTV,TT, 
C4 (London) 

Gucci  No  3  eau  de  parfum:  All  areas 


Imperial  Leather:  All  areas 

Le  Clic  cameras:  TTV 

Listerine:  All  areas 

Peaudouce:  Bt 


Ponds  dry  skin  cream:  All  areas 

Radox  herbal  bath  salts  and  liquid:  All  areas 
St  Clements  soft  drinks:  All  areas 

Silkience  Style  Set:  All  areas 

Simplicity:  All  areas 

Vantage:  All  areas 

VidalSassoon:  GTV,U,STV,B,G,Y,C,A, 
HTV,CTV,TVS,LWT,TTV,TT,C4,Bt 


Close  shave  for 
Remington 

Remington  are  introducing  a  new  shaver 
—  the  Micro  Screen  ULT- 1 
mains/rechargeable  —  which  priced  at 
£59.95  enters  a  new  price  point  sector. 

The  shaver's  new  feature  is  a 
"closeness"  bar  which  stretches  the  skin 
prior  to  the  twin  foils  and  trimmer  passing 
over  the  area.  The  ULT-1,  with  a  voltage 
100-240v,  has  an  internal  one  hour 
charger,  plus  a  five  minute  quick  charge 
giving  a  three  minute  shave.  Green  and 
red  LEDs  indicate  whether  the  shaver  is 
charged. 

The  ULT-1  is  contained  in  a  silver 
trimmed  grey  case  and  comes  with  a  wall 
bracket  and  counter  stand  —  with  an  in- 
built connection  which  enables  the  shaver 
to  be  permanently  on  charge. 

An  added  extra  is  a  washable  lamy 
suede  travel  kit  with  a  Velcrose  backed 
pouch  attachment  which  holds  the  shaver 
itself .  Remington  Consumer  Products  Ltd, 
Apex  Tower,  Maiden  Road,  New  Maiden, 
Surrey. 

Bowater-Scott's 
fiesta  time!  

Bowater-Scott  are  running  a  national  sales 
promotion  on  Fiesta  kitchen  towels. 

The  campaign  involves  consumers 
collecting  two  tokens  from  promotion 
packs,  and  sending  away  for  a  £100 
coupon  booklet. 

Coupons  entitle  consumers  to  cash 
savings  on  a  range  of  products  —  like 
Scotties,  Andrex,  Toshiba  microwave 
ovens  and  Swan  kettles. 

This  promotion  runs  alongside  the 
current  national  Fiesta  television 
campaign.  Bowater-Scott  Corporation 
Ltd,  Bowater-Scott  House,  East 
Grmstead,  West  Sussex  RH1 91UR. 
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COUNTERPOINTS 


Alberto  Select 
a  perm  kit 

Alberto-Culver  are  launching  a  home 
perm  kit  designed  to  give  an  "even"  perm 
whatever  the  porosity  of  the  hair. 

Select  is  the  company's  first  venture 
into  the  perm  market,  and  will  give  them 
total  coverage  of  hair  care  product 
sectors. 

The  kit  includes  a  pre-conditioner 
which,  Alberto  say,  protects  the  more 
porous  parts  of  the  hair,  which  would 
normally  take  more  perm  than  the  rest  and 
give  an  uneven  result.  An  on-pack 
guarantee  promises  "the  most  even  perm 
you've  ever  had  or  we  will  give  you  your 
money  back". 

Select  (£2.99)  comes  in  variants  for 
normal  hair  and  colour  treated  or  dry  hair 
and  will  be  launched  initially  through 
Boots,  rolling  out  to  other  outlets  early  next 
year.  The  product  will  be  advertised  on 
national  television  and  all  introductory 
packs  will  feature  a  £1  off  next  purchase 
coupon.  Alberto-Culver  Co,  Houndsmill 
Industrial  Estate,  Teliord  Road, 
Basingstoke,  Hants  RG21 2YX. 


Going  up-Hill 

Hills  Pharmaceutical  plan  their  largest 
ever  capaign  for  Hills  Balsam  by 
expanding  television  advertising  into 
seven  regions  over  Winter  and  advertising 
in  the  National  Press.  Hills 
Pharmaceuticals  Ltd,  Talbot  Street, 
BriercMe,  Burnley,  Lanes  BB10  2JY . 


Tempa-dot  

Zeal  have  introduced  a  new  disposable 
plastic  themometer  called  Tempa-Dot, 
which  uses  a  strip  of  coloured  dots. 

The  small  spoon-shaped  thermometer, 
which  the  company  says  is  unbreakable, 
carries  45  temperature  sensitive  dots 
which  change  from  brown  to  blue  when  a 
certain  temperature  is  reached. 

Zeal  say  it  is  accurate  to  within  0.2°F, 
and  it  is  also  available  in  a  Celsius  scale. 
The  wallets  of  eight  are  priced  at  £1 . 10. 
G.H.  Zeal  Ltd,  8  Lombard  Road,  Merton, 
London  SW193UU. 
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Flea-free 


Sector  are  launching  a  new  insecticidal 
rug  and  carpet  freshener  called  Flea  Free. 
When  sprinkled  on  carpets,  the  pest  killer 
attacks  eggs  as  well  as  live  fleas,  leaving  a 
fresh  aroma  once  hoovered  up,  say  the 
company.  A  200gm  pack  is  priced  at 
£1.45.  Distributed  by:  Cu  pal  Ltd,  King 
Street,  Blackburn,  Lanes  BB22DX 


Chanel  go  Coco 

Chanel  are  introducing  body  and  bath 
products  in  the  Coco  fragrance. 

Packaged  in  black  and  gold,  the 
products  comprise  creme  pour  le  corps 
(£36),  gel  moussant  pour  le  bain  (£36), 
soap  (£10  and  £15)  and  eau  deodorante 
(£16).  Chanel  Ltd,  Queens  Way, 
Croydon,  Surrey  CR9  4DL. 

Sweet  offer 

Ratcliffe's  are  offering  a  free  Wz  oz  jar  of 
their  White  Meadow  honey  with  packs  of 
Bemax  natural  and  Bemax  crunchy 
wheatgerm  during  the  next  ten  weeks.  A 
recipe  leaflet  will  be  included  in  all 
promotional  packs  giving  a  selection  of 
recipes  using  Ratcliffe's  honey  and  Bemax 
wheatgerm.  Manley  Ratcliile,  Tower 
Road,  Bermslield,  Oxford  0X9  8LQ . 


New  dispensers  for  Corn  Silk  face  powder 
are  designed  to  take  up  less  space  on- 
counter.  Separate  dispensers  for  the  loose 
and  pressed  powders  feature  a  colour 
showcard.  Distributors:  Farillon  Ltd, 
Bryant  Avenue,  Romford,  Essex  RM3  OPJ 


Tump  for  it 


Spearhead  are  launching  an  Autumn 
campaign  for  Jump,  a  chewy  cereal  bar. 
The  activity  leads  off  with  a  radio 
campaign  on  Capital,  featuring  Terry 
Wogan.  The  £500,000  campaign  will  run 
for  two  bursts  of  seven  weeks  each,  with 
approximately  60  spots  per  week.  One 
commercial  promotes  the  "Wildlife  in 
Danger"  in-pack  promotion.  Issues  & 
Images  Limited,  Royalty  House,  72  Dean 
Street,  London  W1V5HB. 


Chemists  switch 
on  to  batteries 

Chemists  and  drugstores  have  seen  a  35 
per  cent  rise  in  revenue  from  battery  sales 
in  the  last  two  years  —  in  a  market  worth 
£226m. 

Chemist's  share  of  the  market  in- 
creased by  only  1  per  cent  from  1982-85, 
but  in  value  terms  sales  have  gone  up 
because  of  a  trend  towards  buying  more 
expensive  alkaline  batteries  rather  than 
zinc  carbon  or  zinc  chloride.  Duracell  say 
87  per  cent  of  the  adult  population  buy 
batteries  in  a  year,  and  73  per  cent  every 
quarter. 

The  study  outlines  three  categories  of 
battery  purchase:  emergency,  in  which 
brand  and  price  are  not  especially  im- 
portant and  the  convenience  of  the  store  is 
paramount;  planned,  the  shopping  list 
item  where  purchase  can  be  deferred,  and 
brand  and  price  are  important,  as  are  the 
range  stocked  by  the  store  and  the  location 
of  the  display;  and  impulse,  a  suddenly- 
remembered  battery  requirement,  where 


price  and  brand  are  likely  to  be 
impoprtant  and  in-store  location  is  critical. 
In  general  the  market  supports  high  brand 
loyalty. 

For  the  first  time  the  report  gives 
advice  on  maximising  the  opportunities  for 
battery  sales  as  well  as  analysing  the 
market.  It  recommends  stocking  only  the 
top  five  sizes  —  (D  size  MN  1300,  C  size 
MN  1400,  AA  size  MN  500,  nine  volt  MN 
1604,  and  AAA  size  MN  2400),  which 
account  for  88  per  cent  of  general  purpose 
requirements.  The  rest  gives  detailed 
recommendation  for  space  allocation .  It 
recommends  that  the  main  display  in 
chemists  should  be  sited  near  regular 
purchase  items  such  as  razor  blades  or 
tissues,  and  suggests  secondary  displays 
near  tills  and  also  near  battery-operated 
appliances.  Duracell  estimate  that  25  per 
cent  of  battery  purchases  are  for  new 
appliances. 

The  study  also  predicts  growth  in 
specialist  sectors,  including  batteries  for 
miniature  hearing  aids,  watches, 
calculators  and  paging  units.  Duracell 
(UK),  Duracell  House,  Church  Road, 
Lowfield  Heath,  Crawley,  W.  Sussex 
RH11  0PQ. 
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>EE  HOW 
WE'VE 
SEALED 
3UR  CASE 
FOR 

FUTURE 
5  ALES 


Parleys 


INTRODUCE 
FARLEY'S  SEAI 


f 


G  THE  NEW 

L  OF  QUALITY. 


For  their  return,  all  OsterMilks  and 
Complan  carry  a  unique  quality  assurance 
seal  on  every  pack. 

It  means  your  customers  can  see  that 


►  Research  confirms  80%  of  Complan 
customers  will  buy  again. 

►  90%  of  medical  professionals  will 
support  Complan's  use. 


Compiat€omplan:omic^ 


ttimcrvcuich  Flavour 


Mahed  Flavour 


►  &1.5m  national 
TV  campaign. 

Farley's  have 
launched  a  major 
communication 
campaign  to 
announce   the   details   of  their   return  to 
your  customers  and  to  health  professionals. 

In  addition,  our 
specialist  medical 


this  is  newly  produced  stock  which  meets 
the  very  highest  levels  of  quality  assurance. 

And    Farley's    can    offer    this  unique 
guarantee  with  complete  confidence,  following 
approval  from  the  DHSS  and  MAFF*  of  the    salesforce   will   be   generating   support  on 
newly-agreed   quality   checks   and   security    your  behalf  in  the  health  care  sector, 
procedures. 

In  fact,  our 
standards  are  now 
exceptional.  Indeed, 
they're  at  least 
as  high  as  those 

set  in  pharmaceutical  manufacturing. 

►  100%   support  from  hospitals  using 
OsterMilk  ready-to-use  products. 

►  Over  75%  of  medical  professionals 
support  the  future  use  of  the  OsterMilk  range. 

►  New  consumer  information  in  Baby  Annuals. 


WE'VE  SEALED  OUR  CASE 
FOR  FUTURE  SALES.  STOCK 
THE  RANGE  NOW  AND  BE 
ASSURED  OF  THE  BENEFITS! 

•Farley  Health  Products  Ltd.,  Torr  Lane,  Plymouth,  Devon. 

'Ministry  of  Agriculture,  Fisheries  and  Food. 


IMPORTANT  NOTICE.  Breast  milk  is  the  preferred  food  for  babies.  The  OsterMilk  range  is  intended  to  replace  breast  milk  when  breast-feeding  is  not  possible 
or  when  a  mother  £le(^s_nct.J^LJ)j:e^sMe^^fjaLnt  lojrniiila  .sJtifuiM_alw.avs._bje.  prepared  according  to  the  Feeding  Guide  and  Mixing  Instructions  on  the  pack. 
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COR!M!S[ 

SUPER 
STRONG 
STYLING 

SPRAY 


Wj  lostinu  hO^ 


COR1M1ST 

EXTRA  HOLD 
STYLING  GEL 


Hold  it! 


Schwarzkopf  are  introducing  Corimist 
extra-hold  styling  gel  (125ml  £0.99)  and 
super  strong  styling  spray  (15ml  £1.29). 

The  gel  products  are  aimed  at  both 
men  and  women  and  can  be  used  on  wet 
or  dry  hair.  They  are  packaged  in 
burgundy  and  red.  Schwarzkopf  Ltd, 
Penn  Road,  Calilornian  Trading  Estate, 
Aylesbury,  Bucks. 


Steiner  style 

Sterner  are  modernising  the  packaging  of 
some  hair  and  beauty  products  which  they 
say  aims  to  appeal  to  the  24-44  year  old 
professional  woman. 

Sebosyn  conditioner,  S3  shampoo, 
firm  and  normal  hold  hairspray,  styling 


gel  and  mousse  and  handmilk  will  be 
available  in  new  white  casing  with  a  gold 
Royal  warrant,  pink  logo  and  "distinctive" 
colouring.  Full  colour  advertisements  in 
the  national  press  will  support  the 
repackaging. 

The  company  plans  to  follow  these 
changes  with  a  launch  of  new  products 
and  more  repackaging  in  the  new  year. 
Steiner  Hair  &  Beauty,  Steiner  House,  66 
Grosvenor  Street,  Mayfair,  London  W1X 
OAX. 


A  new  Je  Reviens  merchandiser  from 
Worth  contains  up  to  12  bottles  of  the  new 
30ml  spray  naturel  and  can  also  be 
adapted  for  other  Je  Reviens  lines.  It 
features  the  current  advertisement 
photograph  for  the  fragrance  and  carries  a 
tester.  Worth  Perfumes  Ltd,  Magnolia 
House,  160  Thames  Road,  London 


Maja  casta  their 
net  wider 

A  range  of  toiletries  made  in  Spam  and 
claimed  to  sell  very  well  to  British  tourists 
is  now  available  in  the  UK. 

Maja  is  already  on  sale  in  department 
stores,  but  distributors  RDM  Ltd  intend  to 
widen  availability  through  chemists.  The 
products  have  featured  in  small  women's 
Press  advertisements. 

The  range  comprises  soap  (150g  £1.95, 
3xl50g  £5.75,  3x75g  £3.95),  eau  de  toilette 
atomiseur  (30ml  £4.25),  eau  de  parfum 
(30ml  £7.75),  dusting  powder  (91g  £6.25), 
talc  shaker  (lOOg  £2.25),  bath  gel  (150ml 
£3.85)  and  body  lotion  (150ml  £3.05).  It 
will  probably  be  advertised  in  the  new 
year.  RDM  Ltd,  Bath  Gardens,  Bakewell, 
Derbyshire  DE4 1BT. 


A  clever  move 

Pretty  Clever  products  Topsy  Tips,  Classic 
nails,  Classic  glue  and  Fiskells  nails 
conditioner,  will  now  be  sold  exclusively 
by  Thomas  Christy  Ltd,  Christy  Estate, 
North  Lane,  Aldershot,  Hants  GU124QP. 

Eyes  alive  and  Lips  alive  creme  will  be 
distributed  by  Beauty  Basics,  51 
Calthorpe  Street,  London  WC1. 

And  Pretty  Clever  Products'  new 
address  is  1  Cross  Lane  South,  Risley, 
Warrington  WA3  7AQ. 


..yet  more  quality  generics  fromWyetl 


so 


Wrmetazepan 

asm 


Urmetazepam 

1  mg 

Eat] 


Lormetazepam 

1  mg 

'MMMt* 


As  a  major  international  research  and  manufacturi 
house  Wyeth  offer  you  generic  products  with  an  unparallele  d 
guarantee  of  quality. 

You  and  your  patients  can  benefit  from  an  extender 
range  of  Wyeth  quality  generics  which  now  includes 
lormetazepam  and  glibenclamide.  To  enquire  about  our 


competitive  prices,  or 
any  other  matter,  ring 
the  Wyeth  'Hotline'  on 
06286  4377  Ext  4519. 


WYETH 


* 


Unparalleled  quality 
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List  coughs  up 
forOTC  

OTC  cough  remedies  have  benefitted 
directly  from  the  introduction  of  the 
limited  list,  says  a  new  report  on  the  home 
medicare  market  from  Market  Assessment 
Publications. 

Sales  transferred  to  the  OTC  market 
resulted  in  around  10-12  per  cent  growth 
by  value  in  this  sector.  But  the  outlook  is 
not  as  promising,  says  the  report,  as 
"multi-symptom"  cold  remedies  make 
inroads  on  the  cough  preparations.  In 
1985  the  sales  value  of  cold  remedies  was 
17  per  cent  higher  than  in  1984,  due  to  a 
trend  towards  higher  unit  prices  and  a 
volume  increase  of  between  9-15  per  cent. 

A  fall  in  the  NHS  volume  of  general 
analgesics  has  been  counteracted  by 
steady  growth  in  the  "private"  OTC  sector. 
Range  extensions  and  new  product 
introductions  with  heavy  advertising 
support  have  helped  boost  it  further.  In 
real  value  the  sector  has  increased  by  6 
per  cent  on  1984  figures,  and  by  4  to  5  per 
cent  by  volume.  Ibuprofen  and 
paracetamol  based  products  are  gaining 
market  share  at  the  expense  of  aspirins 
whose  volume  share  (44  per  cent)  has 
fallen  behind  paracetamol  (46  per  cent). 

In  the  vitamin  marke^  the  report  says 
that  advertising  expenditure  has  fallen 
across  all  major  brands  and  UK 
production  has  dropped.  But  there  is  still 
room  for  market  growth  and  penetration  is 
low  compared  to  other  Western  nations. 
Growth  will  fall  from  around  8  per  cent 
per  annum  to  a  rate  of  2-3  per  cent. 

Slow  growth  is  also  forecast  in  eye 
care,  insect  repellant,  and  travel  sickness 
sectors,  while  the  bandage  market 
continues  to  lose  out  to  adhesive  dressings. 
Sales  of  stomach  remedies  remain  static. 

But  overall  prospects  for  further 
growth  in  the  £348. 5m  home  medicare 
market  are  encouraging,  concludes 
Market  Assessment.  Advances  in 
pharmaceutical  research  in  these  sectors 
coupled  with  improved  product 
formulation  will  increase  market  value. 

Product  group  report  no  811  on  Home 
Medicare  (£300)  is  available  from  Market 
Assessment  Publications,  2  Duncan 
Terrace,  London  Nl . 


Trios  for  kids 

New  packs  of  Triogesic  and  Triomimc 
syrups  will,  from  the  beginning  of 
October,  carry  paediatnc  dosage 
instructions. 

Beecham  say  child  dosages  were 
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removed  in  1984  for  technical  reasons 
relating  to  phenylpropanolamine  dosage 
instructions.  This  issue  has  now  been 
resolved. 

With  all  dosages  given  up  to  four  times 
a  day,  with  at  least  four  hours  between 
doses,  Triomimc  is  now  recommended  at 
one  5ml  spoonful  for  children  aged  six  to 
12,  and  half  a  5ml  spoonful  for  the  2  to  six 
age  group.  It  is  not  recommended  for 
children  under  two  years.  Neither  is 
Triogesic,  which  is  recommended  at  two 
5ml  spoonfuls  for  two  to  six  year-old 
children,  and  four  5ml  spoonfuls  for  the 
six  to  12  year  age  group.  Beecham 
Proprietaries -Medicines,  Beech  am 
House,  Great  West  Road,  Brentford, 
Middx  TW8  9BD. 


■PRESCRIPTION 


Mintec  caps 

Manufacturer  Smith  Kline  &  French 
Laboratories  Ltd,  Welwyn  Garden  City, 
Herts  A17  1EY 

Description  Green  and  ivory  enteric- 
coated  soft  gelatin  capsules  (size  4),  each 
containing  0.2ml  peppermint  oil  BP 
Uses  Treatment  of  discomfort,  pain  and 
distension  associated  with  the  irritable 
bowel  or  spastic  colon  syndrome 
Dosage  Adults  only  One  capsule  three  a 
day,  preferably  before  meals  and  with  a 
small  quantity  of  water.  Not  to  be  taken 
immediately  after  food.  Dosage  may  be 
increased  to  two  capsules  three  times  a  day 
Warnings  Symptoms  may  be  exacerbated 
in  patients  with  pre-existing  heartburn 
Side  effects  Heartburn,  rarely  allergic 
reactions  including  erythematous  skin 
rash,  headache,  bradycardia,  muscle 
tremor  and  ataxia 

Supply  restrictions  Pharmacy  only 
Packs  100  capsules  (£11.64) 
Product  Licence  0020  0002/0142 
Issued  September  1986 

Immuno  say  that  following  stock  shortages 
earlier  this  year,  some  pharmacists  are  still 
experiencing  difficulty  in  obtaining 
normal  immunoglobulin  for  hepatitis  A 
prophylaxis.  The  company  says  that  their 
full  Gammabulm  range,  produced 
exclusively  from  individual  plasma 
donations  tested  and  found  non-reactive 
for  antibody  to  HTLV-III,  should  be 
available  through  normal  wholesale 
channels,  but  in  the  event  of  any  difficulty, 
retailers  could  contact  them  direct. 
Immuno  Ltd,  Arctic  House,  Rye  Lane, 
Dunton  Green,  Nr  Sevenoaks,  Kent  TN14 
5HB. 

The  Pump-hep  range  from  Edwin 
Burgess  is  expanding  with  the  launch  of 


Pharmaton 
capsule  offer 

Pharmaton  capsules  will  be  available  at  a 
IVz  per  cent  reduced  trade  price  as  part  of 
a  national  promotion  in  October.  National 
advertising  recommended  this  month. 
Unichem  Ltd,  Unichem  House,  Cox  Lane, 
Chessington,  Surrey. 

Wellcome  are  introducing  a  125g  tub  of 
Drapolene,  from  mid-October.  Wellcome 
Foundation  Ltd,  Crewe  Hall,  Crewe, 
Cheshire  CW1 1UB. 


5ml  (10  £3.98)  and  10ml  (10  £6.59  trade. 
Incorrect  prices  shown  in  this  week's 
Supplement)  ampoules  on  September  29. 
The  new  size,  which  contains  heparin 
1000m  per  ml,  like  the  20ml  size  already 
available,  is  indicated  for  use  with 
continuous  infusion  pumps.  Edwin 
Burgess  Ltd,  Longwick  Road,  Princes 
Risborough,  Aylesbury,  Bucks  HP17  9RR. 

Nozinan  injection  has  been  reformulated 
to  produce  an  isotonic  solution  in  order  to 
improve  tissue  tolerance.  As  from  Lot  W 
2056,  orders  will  be  met  with  the  new 
formulation.  This  initial  batch  will  not 
carry  any  wording  regarding  the  change. 
However,  subsequent  batches  will,  say 
May  &  Baker  Ltd,  Rainham  Road  South, 
Dagenham,  Essex  RM10  7XS. 

Uniparin  calcium  25,000  units  per  ml  in 

0.  2ml  pre-filled  syringes  with  a  26  gauge 
needle  (50  £36  trade),  are  now  available 
from  CP  Pharmaceuticals  Ltd,  Red  Willow 
Road,  Wrexham  Industrial  Estate, 
Wrexham,  Clwyd '  LL13  9PX '. 

Minims  phenylephrine  single  use  eye 
drops  will  be  available  as  a  2.5  per  cent 
w/v  solution  of  phenylephrine 
hydrochloride  BP  from  October  5  (trade 
£4.49).  A  new  Data  Sheet  for  both  2.5  per 
cent  and  10  per  cent  strengths  of  Minims 
phenylephrine  is  available  from  Smith  Si 
Nephew  Pharmaceuticals  Ltd,  Bampton 
Road,  Harold  Hill,  Romlord,  Essex  RM3 
8SL. 

Temazepam  elixir  from  Farmitalia  will  be 
available  in  unit  dose  format  from  October 

1.  Both  lOmg  in  5ml  unit  dose  (£1.71)  and 
20mg  in  10ml  unit  dose  (£3.42  trade)  are 
presented  in  cartons  of  15  units.  Farmitalia 
Carlo  Erba  Ltd,  Italia  House,  23 
Grosvenor  Road,  St  Albans,  Herts  AL1 

3 AW. 

503 


PECIALITIESB 


MTCHING 


>     'Slender'  is  a  name  that 
women  watching  their 
weight  have  trusted  for 
years. 

m  Now  it's  a  name  that's 
goteg  to  be  much  more  of 
interest     to  you,  too. 

First,  we've  reformulated 
our  range  of  'Slim  Soups' 
and  'Slim  Ch<3£  There  are  no 
artificial  colours  or  flavour- 
ings, so  the  natural  ^  taste 
comes  shining  through. 

(Which  means 
you'll  sell  more). 


Second, 
aged  the 
packs,  each 
sachets. 


we've  repack- 1 
product  in  new! 
contain  ing  four 


(Which  also 
you'll  sell  more). 


means 


And  we're     going  to 


(arnation 

Slender 

Slim  Soup 


MINESTRONE 


-OR  AIL  THOSE 

R  FftURES. 

dvertise     both  products  with    'Slender'dispenser  boxes. 

heavy-     weight  campaign  ,7 

,  ;      w,        ,      v\  /u        Your  customers  are  going 

n    the      Women  s  and  the  ,   r  1U      .      u-i  +L 

i .  ,  to  reel  happier  while  they 
limmers      press.  t.     ,    11  7 

1  slim  down. 


( Which       means. . .you've  And  you're  going 

guessed  it !)  to  feel  happier  while 

So  clear  a  space       for  new  you  cash  UP* 


(arnation 

Slender 


WHEN  YOU  LOSE  WEIGHT  WITH  SLENDER 
YOU  DO  IT  WITH  TASTE 


PERSONAL  OPINIONS 


In  pursuit  of  excellence 


To  paraphrase  the  television  show,  what 
about:  "So  you  think  you're  a  competent 
pharmacist?"  How  would  you  rate?  You 
have  studied  and  absorbed  the  Nuffield 
recommendations  and  you  can  cope  with 
them.  You  read  all  your  journals,  the  right 
newspapers,  the  handouts  and  the  adverse 
reaction  bulletins;  you  watch  the  right 
television  programmes  and  you  catch  that 
important  radio  mention  so  you're  up  to 
date  with  the  latest  in  the  therapeutic 
armoury.  You  can  distinguish  between  a 
bout  of  indigestion  and  impending  angina 
in  your  customers,  no  problem. 

You're  well  informed  about  medicines 
legislation  and  the  recent  amendments 
and  you  understand  the  details.  You  notice 
all  the  Council  statements  in  the 
Pharmaceutical  Journal  and  naturally 
implement  them  immediately.  You've 
checked  the  guides  to  good  dispensing 
practice  and  to  self  assessment  in  the  Code 
of  Ethics  and  reckon  you  must  be  an  A, 
well,  a  B  +  at  least. 

Your  communication  skills  are  well- 
honed  —  you  appreciate  the  significance 
of  eye  contact  and  patient  feedback  —  and 
you  can  field  objections  and  queries  and 
deal  with  them  confidently.  Your 
experience  of  human  behaviour  means 
you  are  a  skilled  man-manager,  you  can 
motivate  your  staff  and  they  appreciate  the 
training  you  offer  them.  Your  management 
skills  extend  to  tight  stock  control, 
impeccable  accounts  and  inspirational 
merchandising  schemes.  You  discharge 
your  responsibilities  as  an  employer  by 
maintaining  a  warm,  clean  and  safe 
working  environment  and  you  know  your 
duty  regarding  sick  pay,  maternity  pay 
and  redundancy  pay. 

Crystal  clear 

The  workings  of  the  NHS  contract  are  as 
crystal  to  you.  You  have  no  problems  with 
the  black  list,  white  list  or  "CD  list".  You 
look  forward  to  computerised  pricing. 
Your  Drug  Tariff  is  bang  up  to  date!  You 
can  program  your  own  labeller,  remember 
all  the  warning  phrases  and  put  the  thing 
right  when  it  crashes.  In  your  spare  time 
you  visit  old  ladies  in  their  own  homes, 
measure  stockings,  fit  trusses  and  service 
oxygen  sets  "en  passant". 

If  this  sounds  like  a  tall  order,  well  it  is. 
After  all,  there  is  a  bit  more  to  being  a 
community  pharmacist  than  putting  tablets 
into  bottles. 

Well,  at  what  stage  did  you  start  to 
falter  a  bit?  Don't  underestimate  the 
considerable  skills  you  have  right  now  in 


How  do  you  rate  as  a 
pharmacist;  are  you  up  to 

date  in  every  aspect  of 
professional  practice?  If  not 
perhaps  you  should  listen  to 
Mrs  Joy  Wingfield,  regional 
tutor  with  the  College  of 
Pharmacy  Practice,  who 
makes  a  personal  plea  for 
more  community  pharmacists 
to  join  the  College  for  their 
own  sake. 


some  of  the  areas  mentioned;  skills 
acquired  since  qualification  simply  by 
doing  the  job.  Everyday  applying  your 
expertise  so  unconsciously  that  you  forget 
there  was  a  time  when  you  didn't  have  it. 
But  no  thinking  pharmacist  can  expect  his 
or  her  college  training  to  last  through  40 
years  of  professional  progress. 
Maintenance  of  competence  means  an 
unremitting  effort  to  improve  standards 
and  review  achievements. 

Independence 

So,  what  is  all  this  leading  up  to:  the 
College  of  Pharmacy  Practice.  The 
College  is  now  a  separate  entity, 
independent  of  the  Society.  Rather  than 
being  concerned  with  minimum 
educational  requirements,  as  the  Society 


must  necessarily  be,  the  College  was 
formed  especially  to  promote  excellence 
within  pharmacy  practice.  It  provides  an 
opportunity  for  pharmacists  who  have  faith 
in  the  future  of  their  profession  to  prove  it. 
By  participating  in  the  development  and 
application  of  good  practice,  they  can 
ensure  that  pharmacy  travels  the  right 
road  away  from  the  ubiquitous 
"crossroads"  that  the  profession  has 
occupied  for  years. 

This  article  is  particularly  directed  to 
you  as  community  pharmacists  who  have  a 
unique  contribution  to  make  to  the 
activities  of  the  College.  At  least  two-thirds 
of  pharmacists  are  employed  in  the 
community  sector  but  this  proportion  is  by 
no  means  reflected  in  the  College 
membership.  Why  not?  Membership  of  the 
College  is  first  and  foremost  a  matter  of 
personal  motivation  to  prove  to  yourself, 
and  to  your  peers,  that  you  have 
maintained  a  high  standard  of  practice  in 
your  chosen  field.  Donation  of  time  and 
effort  are  required  and  it  would  be  foolish 
to  underestimate  the  difficulties  in  finding 
these.  But  we  are  all  the  future  of  our 
profession.  Surely  community  pharmacy  is 
at  least  as  important  as  the  other  branches. 

'What's  in  it  for  me?' 

Some  of  you  may  well  be  saying:  "What's 
in  it  for  me?"  Truthfully,  in  practical 
terms,  maybe  not  much.  It  is  possible,  nay 
probable,  that  promotion  prospects  will  be 
brighter  for  those  pharmacists  who  are 
active  College  members.  Membership 
must  provide  at  least  some  "added  value" 
to  the  curriculum  vitae  "package".  Not 
only  that,  but  it  indicates  commitment, 
motivation,  a  "self-starter"  —  all  qualities 
calculated  to  bring  a  gleam  to  any 
employer's  eye.  "No  career  structure  in 
community  pharmacy",  do  you  say?  Well, 
perhaps  not  as  much  as  in  the  managed 
service,  but  the  company  structure  is 
spreading,  whether  you  like  it  or  not.  The 
chances  are  that  a  substantial  number  of 
community  pharmacists  cannot,  or  will  not 
wish  to  aspire  to  self-employment  and  they 
must  seek  other  avenues  of  improvement. 

And  what  of  the  proprietor 
pharmacist?  You  might  reap  a  return  from 
improved  patient  care  and  perhaps  you 
may  gain  in  regard  from  your  colleagues 
and  staff.  But  ultimately  you  are  the  best 
and  fiercest  judge  of  your  standards  of 
practice.  Membership  of  the  College  is 
one  way  in  which  you  can  measure  the 
validity  of  your  professional  judgement. 

Think  about  it. 
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B  E  A  T  S  ON      GLASS      MAKES      BRAND  LEADERS 


ISN'T  IT  NICE  Tl 

WHO( 
YOU,YOU,YOin 


RIGHT    ON    P  R  I  C  E  ,  R  1 


THE  WALTONi 
FOR  OVER  2000 V\N 

LET  THEM  WOK 


Vantage  are  leading  the  way  yet  again  with  the  biggest  ever  TV  spend  for  the  independent  chemist. 
It's  the  most  powerful  one  too,  featuring  the  Waltons  -  Britain's  most  famous  family  -  who  are  really 
bringing  the  Vantage  name  home  to  the  consumer.  The  commercial  also  highlights  the  successful 
Vantage  own  brand  products,  emphasising  their  value  and  choice. 

The  campaign  portrays  the  Vantage  chemist  as  the  local,  friendly,  family  chemist  that  caters  for  all 
pharmacy  needs  as  well  as  being  a  convenient  place  to  shop.  A  "friendly  chemist"  actor  conveys  the 
i  helpful,  canng  service  that  the  independent  chemist  gives  in  his  role  of  family  advisor  and 
pharmacy  specialist. 

The  TV  campaign  runs  in  all  regions  in  the  UK  using  a  well  selected  combination  of  ITV,  Channel  4 
and  TV- AM  spots.  Airtime  majors  on  the  high  spending  "housewife-with-children"  audience,  and  features 
Day-time  on  ITV  and  Night-time  on  Channel  4. 

The  TV-AM  audience  is  rich  in  "Housewives-with-children"  and  reaches  them  in  relevant 
pre-shopping  hours. 

The  TV  campaign  will  deliver  over  57  million  "Housewives-with-children"  impacts  over  two  bursts 
April/June  and  Sept/Oct  giving  support  during  5  of  the  remaining  9  months  of  1986. 

That's  backed  up  with  a  powerful  press  campaign  using  full  page  colour  and  half  page  black  and  white 
ads  in  the  TV  Times  every  month  from  May  to  November.  This  widely  read  publication  reaches  22.4 
million  housewives  with  children  -  your  prime  market. 


ON    YOUR  DOORSTEP 


RE  WORKING 
GE  PHARMACISTS 


■OR  YOU 


We're  also  promoting  Vantage  own  label  products  with  a 
special  on  pack  promotion,  which,  in  turn,  is  helping  Care  - 
ja  charity  for  mentally  handicapped  people*. 
There  are  special  Care  stickers  on  selected  Vantage  products 
which  Vantage  customers  can  collect  in  order  to  purchase  a  cute 
Cheer  Bear™  at  £7.49  (RRP  £9.99). 


CARE  BEAR  PROMOTION 


Please  send  my  a  copy  of  the  Vantage  Pharmacy  Development  Brochure 

I  would  like  my  Vesttc  representative  to  call  on  me  and  tell  me  all  about  Vantage 

Name  


Address . 


H 


M  No 


Return  to  Vantage  Dept.  Vestnc  Ltd,  West  Lane,  Runcorn,  Cheshire  WA7  2PE 


C  ) 


W- 


Also  for  every  Bear  purchased  we're 
contributing  £l  to  the  Care  charity 

And  it  won't  end  there  .  .  .  even  more 
activity  is  planned  for  1987.  So  why  don't 
you  become  a  Vantage  chemist  and  watch 
your  sales  grow. 


•Reg  No  250058 
TM  designates  trademark  of  ©  1986.  Those  Characters  From 
Cleveland,  Inc.  Vantage  Chemists,  Authorised  User 
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VESTRIC  LTD,  WEST  LANE.  RUNCORN,  CHESHIRE  WA 7  2PE 


SULEO 
&  DERBAC 

Comprehensive 
lice  treatments 
to  put  their 
minds  at  rest ... 


Headlice  are  much  more  than 
a  worry  to  affected  families.  They 
are  a  source  of  embarrassment. 
People  come  to  you  for  reassurance, 
advice  and  above  all,  a  treatment  that 
works  as  quickly  as  possible.  Here  are 
insecticides  to  meet  your  every  need. 


And  Derbac,  the  pleasantly  perfumed, 
water  based  alternative 


New  to  the  I  nternational  Laboratories  range, 
Derbac  offers  pleasantly  perfumed  treatments 
wherever  compliance  may  be  a  problem 

■  Non-inflammable  aqueous  solutions 

■  Suitable  for  asthmatics 

■  Not  contra-indicated  for  eczema  or  impetigo 

■  Ideal  treatment  for  crab  lice 


Recommend  Suleo  for  rapid  action 
-100%  Kill  in  just  2  hours 

With  Suleo  the  whole  family  can  be  treated  in  an  evening. 

■  100%  effective  Suleo  eradicates  lice  and  eggs 

■  Combats  Resistance  Malathion  or  stabilised  Carbaryl 
for  insecticidal  rotation 

■  Medicated  Perfume  The  whole  range  are  acceptable 
treatments 

■  Shampoo  Version  Available  When  an  alternative  to 
lotions  is  required 


SULEO  &  DERBAC  Effective  treatment  for  head,  body  and  crab  lice 

More  guaranteed  products  from  International  Laboratories 
International  Laboratories  Ltd,  Wilsom  Road,  Alton,  Hampshire  CU34  2TJ 


■BP  CONFERENCE  JERSEY 

Scientific  address 


Pharmacists'  know-how 
can  help  catch  criminals 


A  pharmaceutical  education  is  an 
excellent  training  for  a  forensic 
scientist,  believes  Dr  Tony  Moffat, 
Home  Office  Forensic  Science 
Laboratory,  Huntingdon. 

In  his  Science  Committee  chairman's 
address  on  Monday  morning  he  gave 
examples  of  how  his  pharmacy  training 
had  been  applied  in  the  fight  against 
crime.  Firstly,  he  showed  how 
pharmacognosy  gave  a  useful  knowledge 
of  botany  and  microscopy,  and  the 
following  is  an  extract  of  his  paper. 

With  drugs  mentioned  in  the  Misuse  of 
Drugs  Act,  such  as  coca  leaves,  opium, 
poppy  straw,  cannabis  and  cannabis  resin 
it  is  essential  to  know  their  morphology  to 
classify  and  identify  them.  With  powdered 
leaves,  or  unorganised  drugs  such  as 
opium  and  cannabis  resin,  skill  using  a 
microscope  is  a  prerequisite  for  success. 

It  may  also  be  necessary  in  a  police 
investigation  to  link  a  scene  of  a  crime  to  a 
person's  clothes  or  car.  Here  the  presence 
of  vegetation  such  as  leaves  can  be  very 
important  and  their  botanical  features 
need  to  be  well  known. 

The  ballast  used  to  insulate  safes  often 
used  to  be  made  from  alum  and  sawdust. 
The  sawdust  was  frequently  a  mixture  of 
many  different  woods,  making  the 
microscopical  comparison  of  the  ballast 
from  the  safe  and  sawdust  on  the  accused 
burglar's  clothes  an  interesting  task. 

Poisoning  with  plants  is  not  uncommon 
and  the  identification  of  hemlock,  lobelia, 
aconite  root,  etc,  may  be  necessary  in 
some  cases.  And  there  are  pesticides  of 
natural  origin  which  are  toxic  to  man  for 
which  analyses  are  requested.  All  these 
require  botanical  skills. 

A  different  use  of  the  microscope  is  in 
looking  for  the  presence  of  tagging 
powders  placed  on  items  for  which  a  theft 
is  anticipated.  Lycopodium  spores  dyed 
different  colours  and  mixed  in  known 
proportions  can  be  used  in  this  way.  They 
are  not  visible  to  the  naked  eye,  but  are 
easily  identified  by  a  microscope. 

Pathologists  and  forensic  scientists 
may  be  presented  with  a  body  found  in 
water  and  asked  if  the  individual  drowned 
or  was  dead  before  going  into  the  water. 
Here  diatoms,  the  silicaceous  skeletons  of 
microscopical  marine  and  freshwater 
algae,  can  be  useful.  If  the  diatom  content 
is  high  in  the  lungs  and  the  same  species 
are  found  in  the  other  body  organs 
(matching  those  found  at  the  suspected 
site  of  drowning)  then  there  is  a  strong 
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indication  that  drowning  has  occured. 
Diatoms  are  present  m  many  products,  eg 
tooth  powders,  face  powders  etc,  so  their 
mere  presence  means  little. 

In  a  stabbing  or  a  rape,  hairs  and  fibres 
from  the  victim  may  be  transferred  to  the 
attacker  and  vice  versa.  Colourless 
adhesive  tape  may  be  used  to  pick  off  loose 
hairs  and  fibres  from  the  clothing,  and 
compared  with  hairs  and  fibres  from  the 
people  concerned,  to  substantiate  the 
claim  that  they  had  been  in  contact. 
Human  hair  is  easily  recognised  under  the 
microscope  and  can  be  differentiated  from 
the  hair  of  other  animals. 

The  knowledge  and  skills  learned  in 
modern  physico-chemical  analyses  can  be 
applied  to  analyse  fibres  from  clothing. 
Their  composition  and  colour  can  be 
determined  by  spectrophotometry  and  the 
methods  are  so  good  that  different  types  of 
synthetic  fibre  can  be  distinguished  from 
one  another  using  minute  fragments. 

A  criminal  may  also  take  away  glass, 
putty,  paint,  etc,  from  the  scene  of  a  crime. 
We  can  analyse  glass  fragments  that  are 
only  a  few  millimetres  long  to  link  a 
criminal  to  a  scene.  The  refractive  index  is 
the  most  widely  used  physical  property, 
backed  up  by  scanning  electron 
microscope  analyses  to  identify  and 
quantify  the  trace  elements  in  the  glass. 
Paint  flakes  can  be  mounted  under  a 
microscope  edge  on,  and  the  layer 
sequence  and  the  colours  of  the 
primer/undercoat/topcoats  of  the  paint  at 
the  scene  matched  with  those  layers  of  the 
pamt  flakes  on  a  criminal's  clothes. 

If  larger  samples  are  available,  as  in  a 
hit-and-run  incident,  it  may  be  possible  to 
make  accurately  a  physical  fit  of  the  edges 
of  the  pamt  or  glass  particles  found  at  the 
roadside  to  the  damaged  area  of  the 
vehicle  to  prove  conclusively  that  the 
vehicle  was  at  the  site  of  the  accident. 

A  good  knowledge  of  pharmaceutics  is 
a  considerable  help  in  a  drugs  and 
toxicology  department.  There  may  have 
been  a  burglary  of  a  pharmacy  and 
medicines  stolen  which  need  to  be 
identified.  If  these  stolen  items  can  be 
recognised  just  by  looking  at  them  or  by 
comparing  them  with  data  in  books,  costly 
chemical  analyses  can  be  avoided. 

In  a  suspected  case  of  poisoning  of  a  6 
month  baby,  the  pathologist  found  red 
skins  in  the  child's  stomach  which  he 
thought  might  be  the  remnants  of 
poisonous  berries.  When  these  red  skins 
were  analysed,  uncooked  maize  starch 
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and  the  red  dye  eosin  were  found  and  it 
was  later  determined  that  the  child  had 
been  poisoned  with  Seconal  capsules.  The 
capsule  cases  had  not  dissolved  because 
they  were  made  of  methylcellulose  instead 
of  the  normal  gelatm. 

Microbiological  expertise  is  also 
useful.  A  few  years  ago  I  was  involved  in 
suggesting  containers  and  preservatives 
for  storing  blood  and  urine  from  drivers 
for  subsequent  alcohol  analyses.  We  were 
trying  to  prevent  loss  by  oxidation, 
diffusion  and  microbiological  attack 
without  introducing  any  chemical  which 
would  interfere  with  the  subsequent 
analysis.  Security  of  the  containers  was 
important  so  packaging  and  labelling 
requirements  all  had  to  be  considered. 
The  outcome  of  that  work  is  the  kits  used 
by  the  police  surgeons  today. 

Posology  is  an  integral  part  of  the 
knowledge  needed  by  a  forensic 
toxicologist.  He  must  know  what  the 
normal  therapeutic  dose  is,  how  often  it 
can  be  given  and  what  the  fatal  doses  in 
order  to  assess  the  likelihood  of  a  drug 
being  taken  accidentally,  suicidally  or 
being  given  as  poison. 

That  leads  to  the  final  useful  aspect  of  a 
pharmacy  course  —  pharmacology.  A 
knowledge  of  the  action,  interactions  and 
toxicology  of  drugs  is  essential  in  helping  a 
coroner  decide  the  cause  of  death  of 
someone  suspected  of  taking  an  overdose. 
The  forensic  toxicologist  will  have  already 
used  his  chemical  skills  to  identify  and 
quantify  the  drug  in  different  organs  and 
now  comes  the  task  of  interpreting  the 
results. 

The  likely  acute  dose  taken  by  a  patient 
can  be  estimated  from  analytical  data  and 
data  on  volumes  of  distribution  etc,  while 
the  route  of  administration  can  often  be 
deduced  from  the  ratio  of  the  amounts  of 
the  drug  in  various  organs.  The  ratio  of 
drug  to  metabolites  in  the  blood,  as  well  as 
their  absolute  concentrations,  can  be  used 
to  differentiate  an  acute  overdosage  from  a 
chronic  one.  The  ratio  between  drug 
concentrations  in  the  liver  and  blood  may 
be  used  to  estimate  the  time  between 
ingestion  and  death. 
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CONFERENCE  JERSEY 


First  professional  session 


Nuffield  disappoints 
the  academics 


In  terms  of  pharmacy  education, 
Nuffield  is  a  disappointment,  said 
Professor  Paul  Spencer,  head  of  the 
Welsh  School  of  Pharmacy,  Cardiff. 

"Those  of  its  suggestions  we  can  adopt 
we  are  already  doing,  some  of  us  ten  years 
ago",  he  said.  All  schools  had  tried  to  base 
their  undergraduate  programmes  firmly 
on  the  major  pharmaceutical  sciences, 
and  outmoded  science  was  giving  way  to 
new  developments  such  as  pathology  and 
therapeutics. 

In  his  paper,  an  extract  of  which 
follows,  he  commented  on  other  pressures 
on  pharmacy  education  which  would 
negate  many  of  the  Nuffield  proposals: 

Over  the  past  12  years  staff  to  student 
ratios  have  deteriorated  by  about  30  per 
cent.  More  recently,  many  schools  have 
lost  perhaps  a  quarter  of  their  academic 
staff  and  monies  for  laboratories  and 
special  equipment  have  fallen  by  about  50 
per  cent  in  purchasing  power.  What  a  pity 
the  Nuffield  Report  made  no  mention  of 
this  decline  of  resources. 

The  infamous  manpower  survey  of  1980 
literally  threw  away  another  10  or  15  per 
cent  of  our  resources  by  arguing,  in 
advance  of  the  University  Grants 
Committee  decision  on  the  issue,  that  there 
should  be  fewer  pharmacy  students.  Today 
we  are  deficient  in  young  staff,  we  cannot 
afford  joint  appointments  and  we  face 
further  cuts  of  perhaps  20  per  cent  of 
resources  by  1990. 

As  academic  salaries  become  still 
more  inferior  the  opportunity  to  maintain 
or  increase  the  pharmaceutically  qualified 
staff  in  schools  is  minimal  and  I  can  think 
of  no  head  who  would  appoint  a 
behavioural  scientist,  given  the  recent 
reductions  in  pharmaceutical  staff. 
Teaching  methods  that  concentrate  more 
on  discussion  groups  and  communication 
skills,  as  suggested  by  Nuffield,  will 
require  staff  to  student  ratios  about  twice 
those  available  today. 

I  applaud  the  Report's  statement  that 
intakes  into  the  schools  of  pharmacy 
should  not  be  tied  to  manpower  forecasts.  I 
believe  the  Society  is  wrong  to  try  to 
restrict  student  recruitment  under  the 
present  circumstances.  The  Society  fears 
excess  graduates  might  lead  to 
unemployment  of  pharmacists,  but  the 
public  would  welcome  any  increased 
pharmaceutical  services,  whether  these 
manifest  as  extensions  of  the  hours  of 
service  or  more  rural  pharmacies. 
Industry  might  recruit  more  pharmacy 

514 


graduates  if  there  was  a  surplus  or  if 
professional  salaries  were  a  little  lower. 

Academics  take  the  view  that  total 
resources  are  related  to  student  numbers 

—  reduce  undergraduates  by  a  quarter, 
and  you  reduce  the  resources  by  a  quarter. 
If  the  present  trend  continues,  the 
amalgamation  of  several  schools  may  be 
the  only  way  to  maintain  first  class 
facilities. 

A  five  or  ten  per  cent  increase  in 
undergraduates  should  be  permitted.  The 
hospital  sector  might  be  better  staffed; 
there  might  be  more  pharmacies  with  two 
qualified  pharmacists  and  there  might  be 
better  recruitment  into  industry. 

The  Report's  conclusions  on 
continuing  education  are  largely 
acceptable,  although  the  call  for  periodic 
reassessment  of  competence  would  have 
far  reaching  implications  for  a  range  of 
professions. 

I  suggest  that  a  £25  per  head  increase 
in  the  pharmacist's  annual  retention  fee 
would  yield  £750,000  a  year,  say  £45,000 
for  each  school  of  pharmacy  —  enough  to 
establish  a  CE  centre  with  modest  staff  and 
a  skeleton  of  CE  material  for  everyone. 
(These  monies  must  be  additional  to  those 
currently  found  by  the  DHSS).  A 
membership  which  thinks  it  has  paid  for 
CE  is  more  likely  to  take  up  the  opportunity 

—  and  the  present  15-18  per  cent 
attendance  rate  could  be  dramatically 
increased. 

Secondly,  we  must  explore  all  ways  of 
providing  the  CE  material.  Distance 
learning,  for  example  tape-slide  or 
television  cassettes,  will  be  important  for 
some  pharmacists,  while  lectures  and 
discussion  workshops  will  appeal  more  to 
others.  Schools  need  monies  to  develop  all 
forms  of  presentation  and  some  of  this 
material  would  be  useful  for  both 
undergraduate  and  CE  purposes. 

Pharmacists  must  be  given  positive 
encouragement  to  attend.  In  Wales,  we 
shall  soon  issue  log-books  in  which 
pharmacists'  participation  in  CE 
programmes  will  be  recorded. 
Certification  of  attendance  may  be  useful 
to  prospective  employers,  but  there  could 
be  additional  payments  from  the  DHSS, 
the  PSNC,  or  the  Whitley  Council. 
Mandatory  attendance  is  preferable  to 
periodic  reassessment  of  competence,  if 
only  because  the  latter  would  take  so  long 
to  have  any  significant  impact  on  the 
profession. 

Good  practice  research  is  non-existent 


in  a  number  of  schools  of  pharmacy;  many 
senior  academics  look  upon  it  as 
undemanding  or  poor  in  scholarship  and  it 
is  difficult  to  imagine  where  adequate 
funds  will  come  from.  It  might  be  possible 
for  the  Society  to  direct  some  of  its 
research  support  into  practice  research, 
but  I  believe  a  major  initiative  by  the 
DHSS,  perhaps  £200,000  to  £250,000  per 
year,  will  be  necessary  —  possibly  aimed 
at  the  two  or  three  research  groups  of  any 
size. 

In  conclusion,  the  Society's  1980 
manpower  report,  the  general 
depreciation  of  university  resources  since 
1981  and  the  DES  spending  plans  for  the 
next  10  years  will  transform 
pharmaceutical  education  in  a  most 
dramatic  way.  By  comparison,  Nuffield  is 
inconsequential.  The  Report  points  the 
way  but  offers  no  solutions.  By  not 
grasping  the  practical  difficulties,  it  may 
imply  to  others  inside  and  outside  the 
profession  that  no  difficulties  exist.  That  is 
a  disservice  to  pharmaceutical  education. 


■ 


The  need  for  a 
personal  service 

Pharmacy  must  develop  as  a 
personal  service  provided  by  the 
pharmacist  and  well-trained  staff, 
said  the  Society's  secretary  and 
registrar  John  Ferguson. 

He  believed  much  of  the  growth  of 
alternative  medicine  was  due  to  the  fact 
that  doctors  and  pharmacists  involved  in 
the  traditional  field  had  not  seemed 
interested  in  people,  so  the  gap  had  been 
filled  by  others.  The  public  had  always 
sought  health  advice  from  those  who  had 
the  combined  qualities  of  knowledge,  a 
sympathetic  approach  and  accessibility. 

The  help  new  technology  offered 
pharmacy  practice  was  to  be  welcomed 
but  technology  by  itself  could  not  ensure 
the  future  of  community  pharmacy. 
Pharmacists  must  give  a  better  personal 
service  and  must  be  careful  not  to 


Chemist  &  Druggist  27  September  1986 


I 


OPD  presses  ahead 
despite  uncertainities 


exchange  the  technician  role  of  "count 
and  pour"  for  that  of  a  keyboard  operator. 

Mr  Ferguson  wondered  what  was  the 
pharmacist's  "unique  and  vital"  role  as 
described  in  the  Nuffield  Report.  "  If  we 
can  identify  that,  we  can  delegate  the  rest 
of  the  work  to  other  well-trained  members 
of  staff  under  our  direction,"  he  said.  If  this 
role  could  not  be  identified  there  would  be 
serious  difficulties  in  answering  questions 
raised  by  the  Report. 

He  wondered  how  the  pharmacist 
could  exercise  this  role  without  seeing 
every  prescription  at  some  stage  during 
dispensing.  Only  then  could  he  apply  his 
unique  knowledge  and  decide  if  he 
needed  to  be  involved  again  later. 

If  he  did  not  see  the  prescription,  how 
could  he  decide  if  advice  was  necessary 
when  the  medicine  was  handed  out?  "If  we 
say  that  others,  however  well  trained,  can 
exercise  this  judgment  in  the  pharmacy, 
are  we  not  arguing  that  the  role  of  the 
pharmacist  is  neither  unique  nor  vital?" 
Mr  Ferguson  asked.  And  why  should 
pharmacy  medicines  be  confined  to 
pharmacies  if  the  pharmacist  need  not  be 
on  the  premises  when  one  was  sold? 

He  thought  the  profession  should  try  to 
redefine  supervision  so  that  the  "unique 
and  vital"  role  was  used  in  dispensing  and 
in  the  sale  of  pharmacy  medicines.  The 
aim  should  be  to  release  the  pharmacist 
from  any  task  that  did  not  require  his 
personal  involvement,  while  rejecting 
suggestions  that  this  role  could  be 
performed  in  absentia. 

On  student  numbers,  Mr  Ferguson 
claimed  it  was  wrong  to  say  there  had  been 
a  10  per  cent  cut  in  intake  into  pharmacy 
schools.  Figures  for  home  and  EEC  intake, 
which  were  more  relevant  than  total 
intake,  showed  that  1984  was  the  only  year 
when  the  intake  was  about  10  per  cent  less 
than  in  1980. 

He  suggested  there  was  a  need  to 
encourage  more  men  to  apply  for  places  in 
schools  to  bring  the  male/female  ratio 
closer  to  50/50  than  the  present  60/40  in 
favour  of  women.  He  wondered  if  the 
profession  should  be  planning  its  future  on 
the  basis  of  a  workforce  which  would  be 
predominantly  part-time. 
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The  DHSS  subcommittee  on  original 
pack  dispensing  is  to  recommend 
that  all  packs  of  tablets  or  capsules 
for  chronic  treatment  should 
contain  28  units  (not  days's 
treatment),  John  Sharp,  the  ABPl's 
project  manager  on  OPD,  told  the 
Tuesday  professional  session. 

The  committee's  report  is,  however,  still 
not  freely  available  and  the  DHSS  has  yet 
to  declare  its  position,  he  said.  And 
although  the  report  favours  OPD  in 
principle  its  recommendations  on  pack 
sizes  are  not  in  line  with  the  industry's 
policy. 

The  industry  remains  committed  to 
OPD,  Mr  Sharpe  emphasised,  "but  it 
cannot  be  denied  that  the  details  of 
implementation  have  become  somewhat 
muddied."  On  July  28  ABPI  members 
passed  a  motion  calling  for  more  flexibility 
in  the  interpretation  of  just  what  is  one 
month's  supply.  And  since  then  the 
Pharmaceutical  Society  has  changed  its 
policy  a  second  time  to  "there  should  be 
one  pack  of  28  unit  dosages". 

"If  that  is  the  policy  in  its  entirety  then 
perhaps  I  am  not  alone  in  wondering  if  it  is 
really  intended  to  apply  to  all  types  of 
product  for  all  types  of  treatment.  In  any 
event,  for  a  variety  of  good  reasons,  it  is 
most  unlikely  that  the  industry  will  adopt 
this  solely  28  unit  policy,"  said  Mr  Sharp. 

The  ABPl's  timetable  was,  and 
officially  remains,  that  the  majority  of 
packs  should  be  produced  as  OPs  by  July 
1987,  and  there  should  be  full 
implementation  by  July  1988,  said  Mr 
Sharp. 

"With  the  current  variety  of  opinion  as 
to  what  precisely  constitutes  an  original 
pack,  together  with  other  doubts  and 
indecisions,  one  has  to  wonder  if  that  first 
target  date  can  possibly  be  achieved.  I 
hope  that,  before  too  long  the  industry  will 
again  be  able  to  formulate  an  agreed 
policy  for  action.  Given  that,  I  remain 
hopeful  that  by  the  second  target  date  we 
can  achieve  our  objective." 

Mr  J.  Mountain,  pharmaceutical 
consultant,  told  conference  that  container 
allowances  to  pharmacists  amounted  to 
about  £14  million.  The  Pharmaceutical 
Society  accepted  that  the  higher  cost  to 
industry  of  unit  packaging  would  be  offset 
to  an  extent  by  the  saving  of  costs  of 
containers  no  longer  provided  by  the 
pharmacist.  Would  the  pharmacist 
therefore  lose  the  container  allowance  and 
would  the  PPRS  allow  a  price  increase  to 


companies  changing  to  original  packs?  he 
asked. 

Mr  A.  Waite,  Roche  Products  Ltd,  said 
the  ABPI  "revolt"  in  July  was  an  expression 
of  unease  at  the  mode  of  implementation  of 
OPD  and  the  timetable  for  introduction. 
"The  agreement  to  move  to  OPD  was  a 
high  managment  decision  made  without 
prior  study  of  the  full  implications.  The 
fundamental  issue  of  pack  size  (the  'what') 
has  to  be  resolved  before  the  'how'  and 
'when',"  he  said.  The  Society  favoured  a  28 
day  pack  but  a  manufacturer  with 
significant  exports  would  face  difficulties 
because  other  countries  had  OPs  based  on 
multiples  of  10.  Mr  Waite  pointed  out  one 
of  the  objectives  of  OPD  was  for  agreement 
to  be  obtained  from  all  suppliers.  Not  all 
manufacturers  were  ABPI  members  and  a 
significant  amount  of  medicines  dispensed 
were  now  parallel  imports. 

If  the  Department  of  Health  accepted 
responsibility  for  determining  pack  size  as 
part  of  the  granting  or  review  of  a  product 
licence,  then  OP  could  be  implemented 
fairly  quickly  for  new  products  but  would 
take  at  least  five  years  to  enforce  for 
existing  products  as  licences  came  up  for 
review.  This  was  the  only  way  to  ensure  that 
all  packs  of  the  same  active  ingredient 
were  available  in  the  same  size,  Mr  Waite 
believed. 

Because  many  products  were  packed 
in  blisters  of  10,  the  change  to  blisters  of  7 
or  14  would  need  considerable  capital 
investment.  Child  resistant  containers  cost 
about  three  times  as  much  as  simple 
closures  and  might  require  extensive 
stability  testing  to  confirm  compatibility 
with  the  product.  It  was  not  clear  whether 
these  extra  costs  would  be  allowed  through 
the  PPRS. 

A  cost  comparison  shows  the  break 
even  point  of  pack  sizes  is  around  50. 
Packs  smaller  than  this  are  cheaper  to 
produce  in  blisters,  larger  sizes  are 
cheaper  in  bottles.  "Simple  economies  is 
why  industry  prefers  blister  packaging  for 
OPD",  said  Mr  Waite.  It  was  tamper  evident 
and,  if  well  designed,  was  inherently  safe 
with  children,  he  argued. 

But  a  new  blister  line  could  cost 
around  £300,000,  there  is  a  waiting  list  at 
equipment  manufacturers  and  delivery 
time  can  be  up  to  a  year.  "Many  companies 
have  made  decisions  to  change  their 
presentation  of  their  products.  However, 
without  any  official  regulations  there  is  a 
danger  these  'piece  meal'  changes  will 
result  in  greater  confusion  and  variability 
of  packs,"  he  concluded. 
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It  has  to  be  Family  Choice.  Only  we  offer  the  value- 
for-money  products  that  bring  customers  pouring  into 
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best  PORs  in  the  trade. 

But  that's  only  the  start.  There  are  now  over  220 


Family  Choice  products  giving  good  value  alternative 
to  all  the  major  brands. 

And  with  outstanding  new  pack  designs  back; 
by  exciting  promotional  activities,  Family  Choice  hi 
fast  become  first  choice  for  millions  of  shoppers. 

So  make  sure  you're  ready  to  clean  up  with  th 
increasing  demand.  Stock  up  today  with  the  Family 
Choice  toiletries  selection  from  your  local  Booker  Ca: 
and  Carry. 
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(Source-  Nationally  representative  RSGB  survey  1986) 
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IBP  CONFERENCE  JERSEY 


Counselling  as  an  aid 
to  compliance 


Proprietor  pharmacist  Dr  Derek 
Balon  explained  how  pharmacists 
could  increase  compliance  by 
counselling  when  dispensed 
medicines  were  collected.  The  main 
problem  was  getting  patients  to 
understand  rather  than  merely 
obey  the  instructions,  and  to 
motivate  them  to  comply. 

Counselling  goes  beyond  giving 
information,  he  said  in  his  paper.  It  implies 
an  interaction  between  pharmacist  and 
patient  which  results  in  the  latter  changing 
his  behaviour  to  correspond  with  advice 
from  the  healthcare  team.  Patients  need  to 
know  why  a  specific  regimen  has  been 
selected,  what  effects  the  drugs  will  have 
on  themselves  and  on  the  disease,  and 
what  will  happen  if  they  fail  to  comply. 

Pharmacists  must  interpret  the 
prescriber's  written,  or  often  unwritten, 
intentions  into  instructions  on  the  label 
and  explain  to  patients  the  meaning  of 
directions  such  as  "eight  hourly"  and 
"three  daily." 

Relating  the  dosage  schedule  to  the 
patient's  daily  activities  is  useful. 
Sometimes  this  requires  adjusting  the  time 
of  dose  from  the  ideal  to  that  which  is 
practical.  This  adjustment  should  involve 
the  patient  so  he  has  some  "ownership"  in 
the  decision,  which  increases  his 
motivation  to  comply.  In  the  case  of  an 
antibiotic  to  be  taken  six  hourly  on  an 
empty  stomach,  a  patient  can  negotiate  a 
suitable  regimen:  taking  one  when 
waking,  say  at  6.30am,  having  his 
breakfast  at  7.30,  taking  the  next  dose  at 
11.30,  eating  at  1  o'clock,  taking  another 
dose  at  5.30pm,  eating  at  8pm,  then  taking 
his  final  dose  on  going  to  bed,  having  been 
counselled  not  to  have  food  or  milk 
(especially  with  tetracyclines)  on  retiring. 
This  may  not  be  the  ideal,  but  a  schedule 
which  is  more  likely  to  be  followed. 

Another  way  to  aid  recall  of 
medication  schedules  is  by  tailoring, 
which  involves  selecting  the  dosage 
intervals  that  best  coincide  with  the 
patient's  daily  life.  Cues  are  taken  from 
ordinary  events  such  as  cleaning  teeth, 
leaving  for  work,  the  mid-morning  break 
and  so  on.  Identification  of  these  during 
counselling  influences  compliance. 

Instructions  on  the  mode  of 
administration  may  seem  unnecessary,  but 
pharmacists  must  not  assume  that 
everybody  understands  the  term 
"sublingual"  or  even  "rectal".  The  advice 
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that  tablets  and  capsules  should  be  taken 
standing  up  with  a  half  a  glass  of  water  is 
important.  If  the  patient  is  in  bed  he  should 
be  advised  to  sit  up. 

Pharmacists  also  have  an  important 
role  in  counselling  on  the  correct 
techniques  for  using  inhalers  and  eye  or 
nasal  drops.  Providing  written  material  in 
simple  language  is  of  great  value.  Leaflets 
are  available  from  manufacturers  and 
some  regional  pharmaceutical  and 
hospital  services.  If  patients  are  told  why 
these  instructions  are  given,  compliance 
may  increase.  This  knowledge  is  part  of 
motivation;  failure  to  motivate  patients  will 
result  in  non-compliance,  even  if  they  have 
been  informed  how  to  take  their 
medication  correctly.  For  example,  the 
patient  who  understands  that  dairy 
products  contain  calcium  which  interacts 
with  tetracyclines,  and  prevents  the 
antibiotic  being  effective,  is  more  likely  to 
avoid  dairy  products  during  the  stated 
period.  The  pharmacist  should  take  care  to 
use  the  same  drug  name  as  the  prescriber 
when  talking  to  the  patient. 

Because  of  time  constraints, 
pharmacists  must  allocate  priorities  when 
counselling,  with  priority  given  to  the  very 
young  and  old,  those  on  complex  drug 
regimens,  the  known  poor  compilers,  the 
chronically  ill  on  longterm  therapies  and 
those  in  risk  groups. 


TJreak  out  of  the 
pharmacy!' 

If  pharmacists  wished  to  break  out 
of  their  professional  isolation,  the 
initiative  would  have  to  be  theirs, 
said  Dr  Michael  Wilson,  chairman. 
General  Medical  Services 
Committee. 

It  was  unrealistic  to  expect  other 
members  of  the  health  care  team  to  join 
them  in  the  pharmacy,  so  pharmacists 
would  have  to  go  out  and  meet  the  others, 
becoming  accepted  first  as  colleagues  and 
friends.  As  personal  relationships  were 
established,  mutual  respect  would  grow 
and  misunderstandings  be  averted.  Visits 
to  the  pharmacy  from  other  professionals 
would  then  become  more  frequent. 

Dr  Wilson  thought  telephone  contact 
was  a  poor  substitute  for  a  face-to-face 
relationship.  But  once  a  personal 
relationship  was  formed  the  telephone  call 
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was  no  longer  a  nuisance,  rather  an 
essential  link  enabling  the  patient  to 
receive  the  best  service. 

For  the  future,  it  would  be  easier  for 
doctors  and  pharmacists  to  co-operate  if 
they  worked  from  the  same  premises. 
Patients  also  preferred  to  receive  their 
prescribed  medicines  where  they  visited 
the  doctor. 

Pharmacists  had  always  provided 
advice  to  patients  and  always  would,  but 
advice  should  never  be  given  unless  the 
pharmacist  was  prepared  to  accept  the 
consequences.  Similarly,  doctors  had, 
and  always  would  supply  medicines,  and 
must  accept  responsibility.  There  was  an 
overlap  which  was  not  wasteful  but 
benefitted  those  patients  who  had  the 
choice. 

Sometimes  patients  strongly  resented 
lack  of  choice,  for  example,  in  a  mixed 
dispensing  and  non-dispensing  practice, 
non-dispensing  patients  resented  being 
told  to  take  their  prescriptions  to  a  closed 
pharmacy  while  they  saw  dispensing 
patients  walking  out  with  their  medicines. 

Dr  Wilson  maintained  that  vested 
interest  prevented  free  choice.  While 
acknowledging  the  doctor  had  a  built-in 
advantage  because  the  patient  was  already 
in  the  surgery,  he  pointed  out  that  the 
pharmacist  had  a  similar  advantage  when 
patients  came  for  advice  on  minor  ailments 
and  bought  medicines  at  the  same  time. 
Doctors  and  pharmacists  should  co- 
operate to  improve  the  service  to  patients 
rather  than  snipe  in  public,  which  only 
undermined  confidence. 

During  the  discussion,  Mr  R. 
Hazlehurst,  Bradford,  said  it  was 
impractical  for  pharmacists  to  make 
appointments  to  chat  with  doctors, 
because  there  was  hardly  enough 
appointment  time  for  patients.  About  a 
dozen  GPs  were  already  frequent  visitors 
to  his  pharmacy  and  a  show  of  hands  in  the 
audience  indicated  that  many  others 
received  regular  visits  from  GPs.  He 
suggested  co-operation  already  existed  at 
the  "grass  roots."  However,  Dr  Wilson  said 
he  had  gained  a  different  impression  in 
practice. 

Dr  Ian  Jones,  Bradford,  referred  to  the 
lack  of  counselling  time  in  a  busy 
pharmacy,  to  which  Mr  Kitchmg  replied 
that  time  mangement  was  important,  that 
is,  working  out  a  methodical  strategy  for 
giving  information  to  patients. 


Second  professional  session  —  community  pharmacy 


When  a  nod's  as 
good  as  a  grunt 

Hints  on  how  to  communicate  effectively  with  patients  —  both 
verbally  and  through  "body  language"  —  were  given  during 
Tuesday  morning's  community  pharmacy  session. 


Mr  J.  B.  Kitching,  Bradford  University 
educational  development  service,  said 
that  empathy  was  the  key  to  creating  an 
atmosphere  in  which  communication 
could  take  place  effectively. 

'The  pharmacist  must  show  respect, 
genuine  concern,  warmth,  trustworthiness 
and  a  sympathy  'with'  rather  than  'for'  the 
patient",  he  said  in  his  paper,  of  which  the 
following  is  an  abstract. 

Questions  must  be  asked  efficiently 
and  accurately,  in  such  a  way  as  to  involve 
the  paiient  and  encourage  interaction. 
Clumsily  worded,  lengthy  questions 
should  be  avoided,  as  should  those  which 
are  ambiguous  or  appear  to  be  part  of  an 
interrogation.  The  questions:  "Why 
haven't  you  taken  all  the  tablets?"  can 
provoke  a  defensive  reaction  and  break 
down  empathy.  Questions  which  give  an 
opportunity  for  a  display  of  professional 
knowledge  should  also  be  avoided:  few 
patients  are  interested  in  knowing  about 
sites  of  action  of  beta-blockers! 

Instead  of  "Does  it  hurt?",  the  question 
"Will  you  describe  the  pain  to  me?"  is 
likely  to  be  more  productive.  Words  like 
"often",  "frequently",  "occasionally"  are 
better  replaced  by  a  time-scale,  to  be  more 
precise.  It  is  helpful  if  questions  on  one 
aspect  of  the  problem  are  grouped 
together  and  any  potentially  embarrassing 
questions  asked  last,  in  a  matter-of-fact 
way. 

While  the  patient  speaks,  the 
pharmacist  must  do  more  than  merely  hear 
what  is  being  said.  Listening  is  an  active 
process  which  implies  a  real  involvement 
in  what  the  patient  is  saying.  Poor  listening 
will  result  from  arguing  mentally  or 
commenting  inwardly  while  the  patient  is 
speaking;  it  is  better  to  listen  carefully  to 
the  patient's  message  to  the  end.  Delaying 
a  response  is  important  as  the  last  sentence 
may  contain  a  key  element  and  the 
response  already  prepared  may  be 
inappropriate.  Similarly,  the  temptation  to 
interrupt  must  be  avoided;  rather,  listen  to 
everything  and  be  alert  to  the  main  points. 
Paying  attention  to  presentation  rather 
than  content,  being  influenced  by 
prejudice  and  stereotypes,  and  allowing 
one's  own  feelings  to  intrude,  also  interfere 
with  listening.  Faking  listening  or  half 
listening  are  major  weaknesses  as  they  are 
so  easily  detected:  credibility  is  lost  and 


the  patient  may  decide  to  say  no  more. 

Active  listening  implies  that  the 
pharmacist  will  encourage  the  patient  to 
talk,  especially  at  the  start  of  the  interview 
when  an  attempt  is  being  made  to  define 
the  problem.  Prompts  like  "I  see",  "Go 
on",  and  grunts  in  an  encouraging  tone 
are  appropriate  as  they  show  interest.  Use 
restatement  —  "So  what  you  are  saying  is 
..."  or  "In  other  words  ..."  —  and 
reflection  —  "So  you  feel  that ..."  or  "I  can 
see  you  are  concerned  about  ..." 

Non-verbal  communication  can  carry 
more  impact  than  a  verbal  message. 
Volume,  tone  of  voice,  rate  of  delivery, 
pitch,  stress,  accent  and  voice  quality  all, 
consciously  or  unconsciously,  add  an 
additional  layer  of  meaning  and  can  give 
clues  to  emotional  states. 

The  voice  should  be  neither  too  loud 
nor  too  soft,  to  avoid  conveying 
dominance  or  submissiveness,  which  can 
create  inequality  in  the  relationship  with 
the  patient.  Shrillness  and  stridency 
should  yield  to  a  low,  but  not  too  soothing, 
pitch.  Fast  talking  can  inspire  negative 
feelings,  as  can  over  smooth  talking. 
Pauses  and  silence  can  encourage  the 
patient  to  speak  again,  so  the  pharmacist 
must  resist  the  temptation  to  rush  in  to  fill 
the  vacuum  and  then  talk  too  much. 
Stressing  important  words  and  phrases  can 
help  to  sustain  a  positive  atmosphere. 

Accent,  too,  can  have  an  effect,  with 


some  evidence  that  a  professional  person's 
"middle  class"  accent  tends  to  make  what 
is  said  more  convincing  than  the  same 
message  expressed  in  a  "working  class" 
accent.  A  message  with  appropriate 
content  may  be  misunderstood,  distorted 
or  rejected,  simply  because  the 
paralanguage  accompanying  it  is 
inappropriate. 

Another  aspect  of  non-verbal 
communication  is  the  way  the  body  is 
used.  The  way  the  pharmacist  and  the 
patient  look  at  each  other,  their  facial 
expressions,  gestures  and  movements, 
stance  and  proximity  and  physical 
appearance,  all  have  a  powerful 
communicative  value. 

Eye  contact  indicates  that  we  are 
paying  attention  to  the  other  person.  If 
synchronises  verbal  interaction  and 
provides  feedback  to  both  participants. 
Because  people  who  like  each  other  look 
at  each  other  more  when  talking,  an 
increase  in  eye  contact  should  be  sought 
to  encourage  positive  attitudes.  The 
pharmacist  will  avoid  eye  contact  which 
inhibits  development  of  trust,  or  which 
may  evoke  a  negative  response,  such  as 
staring  or  not  gazing  enough,  which 
communicates  lack  of  interest,  insincerity, 
shyness,  or  even  dislike. 

The  smile  can  establish  a  basis  for 
interaction,  reassuring  and  reducing 
tension,  although  the  brilliant  social  smile 
must  often  be  somewhat  suspect.  Illness 
and  depression  can  remove  the  inclination 
to  smile,  but  one  smile  will  invariably 
evoke  another  in  return.  So  the  pharmacist 
who  may  be  frowning  when  called  to  talk 
with  a  patient  should  think  about  smiling. 

Gestures  and  body  movement  also 
contribute  to  communication.  Nods  will 
usually  indicate  agreement  or 
disapproval,  signal  that  attention  is  being 
held,  and  confirm  understanding  so  can 
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make  a  valuable  addition  to  the 
pharmacist's  active  listening.  One  or  two 
nods  will  encourage  the  speaker  to 
continue,  three  will  encourage  the  speaker 
to  stop,  and  systematic  use  ol  nods  can 
produce  a  three  or  fourfold  increase  in 
output.  There  is  a  suggestion  that  women 
use  head  nods  less  than  men,  so  women 
pharmacists  may  need  to  tram  themselves 
to  use  nods  more. 

Head  positions  have  an  effect.  Held  up 
and  tilted  back  a  little  conveys, 
consciously  or  unconsciously,  superiority 
or  aggression;  held  lowered,  it  conveys 
submission  or  depression. 

Posture  can  also  affect  relationships.  A 
ipositive  response,  with  a  greater 
willingness  to  interact,  is  likely  to  be 
evoked  by  a  forward  lean  of  the  body 
towards  the  other  person,  whereas  a 
backward  lean  can  convey  indifference  or 
hostility.  The  absence  of  tension  in  posture 
is  also  a  positive  sign;  stiffer  postures,  with 
arms  folded  across  the  chest,  for  example, 
show  an  unwillingness  to  interact. 

Explaining  and  giving  instructions  also 
call  for  effective  use  of  verbal  and  non- 
verbal communication.  An  essential 


starting  point  is  to  be  clear  about  the 
objectives  of  the  explanation:  what  the 
pharmacist  wants  the  patient  to  know  and 
to  be  able  to  do.  Having  established 
rapport  with  the  patient,  the  pharmacist 
needs  to  ensure  that  the  patient  knows 
what  the  purpose  of  the  explanation  is.  Be 
concise,  clear  and  simple,  give  enough 
information  to  clarify  but  not  confuse,  give 
instructions  in  a  logical  order,  use  short 
units  of  information  and  use  analogy. 

Draw  on  the  patient's  existing 
knowledge  and  experience.  Use  language 
which  the  patient  will  understand, 
avoiding  jargon  and  pace  the  presentation 
rate  to  match  the  understanding  of  the 
patient.  Check  understanding  by  getting 
feedback  as  the  explanation  proceeds  by 
asking  questions.  Explain,  demonstrate, 
imitate  is  the  best  sequence  for  learning  a 
practical  skill;  and  aids  to  instruction, 
models  and  visuals,  can  be  helpful. 

It  is  important  to  avoid  monologues, 
especially  those  which  end  with  "What 
else  would  you  like  to  know?",  "Is  there 
anything  else?",  or  "Have  you  any 
questions?"  or  even  "I  think  that's  all".  All 
of  these  discourage  questions.  Repetition 


and  summaries  are  always  helpful  in 
instruction,  and  it  may  be  necessary  to 
emphasise  key  points  when  compliance  is 
checked  subsequently. 

Finally,  the  pharmacy  itself  can 
communicate  nonverbally:  lighting, 
colour  scheme,  layout,  all  contribute.  The 
prescription  counter  can  create  a  real 
barrier  for  pharmacist-patient  interaction, 
so  stepping  from  behind  the  counter  is  a 
further  move  to  an  empathic  relationship. 
The  Nuffield  report  refers  to  "adequate 
accommodation  for  consultation"  and 
while  there  are  practical  and  financial 
constraints  in  many  pharmacies,  personal 
observation  does,  however,  suggest  that 
"ad  hoc"  arrangements  for  private 
counselling  can  be  made  if  the  wish  is 
there 
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ARE  YOU  READY  FOR  THE 

AUTUMN  WINDFALL? 


We've  called  the  1986  Mentholatum  Autumn 
Bonus  an  Autumn  Windfall  because  our 
complete  range  of  products  has  been 
generously  discounted,  and  there  are 
extra  BONUS  OFFERS  on  Deep  Heat 
Rub  and  Spray. 

All  the  leading  lines  are  being  supported 
by  a  major  National  advertising  campaign 
throughout  the  winter,  which  will  help  you  sell 
through. 

Complete  details  of  our  Autumn  Bonus 
are  contained  in  our  AUTUMN 
WINDFALL  mailing,  which  will 
be  sent  to  every  pharmacist 


during  September. 
And  that's  not  all 
As  an  added 
BONUS,  everyone 
using  the  special 
Order  Form  will 
automatically 
receive  our  FREE 
sports  wallet  -  so 
you  can  pocket  the 
profits  the  Windfall 
will  bring. 

If  you  haven't 
received  your  mailing  by 
y£  1st  October,  give  us  a  call 

%  0 
_   „  . 


WHEN  YOU  USE 
OUR  ORDER  FORM 


Mentholatum 


The  Mentholatum  Company  Limited,  Longfield  Road,  Twyford,  Berkshire  RG10  9AT.  Telephone:  0734-340117. 
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Practice  research  session 

Success  and  some 
failures  in  practice? 

The  shortcomings  of  pharmacists  when  responding  to 
symptoms  and  their  value  when  counselling  certain  groups  of 
patients  were  among  the  topics  discussed  during  Tuesday 
afternoon's  practice  research  session.  The  seven  papers 
presented  were  competing  for  the  C&D  Medal  and  Award,  the 
winner  being  announced  later  in  the  week. 


The  benefits  of  pharmacists  counselling 
asthmatics  were  described  in  a  paper  by 
Geoffrey  P.  Watman  and  Norman  D. 
Harris,  Chelsea  department  of  pharmacy, 
King's  College,  London. 

Mr  Watman  advised  a  number  of 
asthmatics  on  their  techniques  and 
preventive  measures,  and  visited  them 
monthly  at  home.  A  similar  group  of 
controls  received  no  counselling.  Over 
100  patients  took  part  in  the  study  and  the 
groups  were  crossed  over  after  a  year. 

There  were  clear  benefits  from 
pharmacist  counselling  in  patients  from  2 
to  59  years  old,  with  the  most  rewarding 
results  in  the  2  to  9  year  old  group  in  whom 
there  was  a  greatly  reduced  need  for 
hospital  referral.  The  10  to  19  age  group 
did  not  benefit  much  from  counselling, 
possibly  because  of  poor  compliance, 
although  time  off  school  or  work  was 
reduced  substantially.  The  20  to  59  year 
olds  were  generally  less  wheezy,  lost  less 
time  from  work  and  needed  fewer  hospital 
visits  but  their  night  asthma  tended  to  be 
worse  possibly  because  of  excessive 
attempts  to  limit  slow  release  medication. 
There  were  too  few  patients  over  60  to 
draw  conclusions  about  this  group. 

The  authors  thought  that  one  gratifying 
result  of  the  project  was  the  increasing 
readiness  of  doctors  to  accept  a 
pharmacist's  contribution  to  patient 
management,  three  GP's  going  so  far  as  to 
refer  patients  directly  to  the  pharmacist. 


Lack  of  knowledge? 

While  most  pharmacists  are  aware  of  the 
less  serious  causes  of  common  symptoms 
such  as  cough,  vaginal  itch,  headache 
and  haemorrhoids,  they  know  less  about 
more  serious  conditions  which  might 
present  as  apparently  minor  symptoms. 

This  was  one  of  the  findings  of  a 
telephone  survey  of  86  Birmingham 
pharmacists,  carried  out  by  S.H.  Dodhia, 
Alison  Morley  and  R.S.  Panton,  Aston 
University's  pharmacy  practice  research 
group.  The  authors  commented  that 
without  this  knowledge  it  is  difficult  for 
pharmacists  to  ask  appropriate  questions. 

The  pharmacists  were  asked  what 
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questions  they  would  put  to  a  patient 
presenting  with  the  symptom,  what  might 
be  the  underlying  cause,  what  action  they 
would  take  and  what  OTC  medicine  they 
would  usually  recommend. 

Over  three-quarters  mentioned  upper 
respiratory  tract  infection  as  possible 
cause  of  cough  but  fewer  than  30  per  cent 
mentioned  bronchitis,  TB,  asthma  or  lung 
cancer  as  possible  underlying  conditions. 
When  asked  what  underlying  causes  they 
would  associate  with  headache,  over  half 
mentioned  tension,  migraine  and 
generalised  headache  but  fewer  than  30 
per  cent  listed  tumours  or  abcesses, 
trauma,  drug-induced  headache,  poor 
eyesight  or  meningitis. 

The  authors  suggested  that  continuing 
education  on  response  to  symptoms  should 
concentrate  on  the  relationships  between 
major  and  minor  illnesses  and  ways  in 
which  community  pharmacists  could  best 
use  this  knowledqe  to  benefit  patients. 

Family  planning  project 

Most  pharmacists  questioned  in  a  survey 
by  Michael  Chapman,  Taunton,  and 
Barbara  Stewart,  Storrington,  were 
pleased  to  have  taken  part  in  the  project 
"Contraceptive  health  care  through  the 
pharmacy". 

Of  the  138  pharmacists  in  Somerset, 


Cornwall  and  Devon  who  replied  to  a 
questionnaire,  130  welcomed 
participation  in  the  campaign  and  further 
expansion  of  their  role  in  other  health  care 
issues  such  as  drug  abuse,  smoking, 
immunisation  and  screening.  77  rated 
uptake  of  the  leaflet  on  birth  control 
methods  as  poor  but  the  Family  Planning 
Association  was  pleased  to  have  received, 
by  May,  3,000  follow-up  inquiries  from  the 
public  as  a  result  of  the  campaign. 

Two-thirds  of  pharmacists  felt  the 
project  had  not  given  them  greater 
professional  involvement  with  customers 
but  only  six  reported  difficulty  in  coping 
with  the  role  required  of  them.  Most  felt 
sufficiently  knowledgeable  on  family 
planning.  Only  10  had  problems  such  as 
lack  of  time  or  privacy  for  consultations. 

Drug  costs  cut 

Further  evidence  of  how  hospital 
formularies  can  cut  drug  costs  was  put 
forward  in  a  paper  by  lanet  Krska,  A. 
Williams,  B.  lappy,  pharmacy 
department,  Professor  J. C.  Petrie, 
department  of  therapeutics,  Aberdeen 
University,  and  I.R.  Campbell,  Aberdeen 
Royal  Infirmary  medical  computing  centre. 

A  computerised  stock  control  system 
was  used  to  monitor  the  use  of  three 
groups  of  drugs  —  diuretics  (on  9  wards), 
non-steroidal  anti-inflammatory  drugs  (5 
wards)  and  drugs  for  respiratory  disease 
(10  wards).  Over  three  months, 
compliance  with  the  formularies  averaged 
80  per  cent  on  wards  with  a  clinical 
pharmacy  service  and  63  per  cent  on  those 
without,  despite  no  questionning  of 
prescriptions  for  non-preferred  drugs. 
Cost  savings  were  related  to  compliance. 
Relative  savings,  taking  quantities  used 
into  account,  of  over  £400  and  £50 
respectively,  were  made  in  respiratory 
drugs  and  NSAIDs. 

The  authors  believed  that  the 
pharmacy  computer  system  proved  useful 
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Practice  research  posters 


n  patterns  of  drug  use  and  costs.  The 
liormation  was  welcomed  by  medical 
aif  and  provided  the  ward  pharmacist 
'ith  the  necessary  tools  with  which  to 
ncourage  rational  prescribing. 

benefits  of  ward  pharmacy 

'wo  researchers  at  Sunderland 
'olytechnic  pharmacy  unit  assessed  a 
lospital  clinical  pharmacy  service. 

Rachel  Bussey,  a  recently  qualified 
)harmacist,  was  attached  to  consultant 
earns  on  ward  rounds  at  Sunderland  Royal 


Counselling  better  than  aids 


improved  sigmlican 


Not  enough 
questions  asked 

Pharmacy  staff  are  not  asking 
enough  pertinent  questions  when 
patients  seek  advice,  claim 
members  of  Aston  University's 
pharmacy  practice  research  group. 

Two  researchers  made  200  visits  each 
to  pharmacies,  asking  advice  about  lour 
common  symptoms:  Have  you  anything  for 
a  cough?  Have  you  anything  for  piles? 
What  do  you  recommend  for  a  bad 
headache?  What  do  you  recommend  for 
an  itch  "down  below"?  The  "patients"  had 
a  scripted  response  so  that  with  the  right 
questioning  the  counter  staff  would  be 
able  to  distinguish  minor  conditions  from 
more  serious  ones. 

On  most  visits  the  pharmacist  was  in 
the  dispensary  and  a  counter  assistant 
addressed  the  "patient"  in  85  per  cent  of 
cases.  The  pharmacist  was  involved 
initially  or  some  time  later  in  27  per  cent  of 
cases.  Pharmacists  asked  a  mean  total  of 
2.1  questions  per  interview  compared  with 
the  assistants'  one. 

The  researchers  felt  that  if  the  right 
questions  had  been  asked,  the  staff  would 
have  recommended  seeking  medical 
advice  on  all  occasions.  Yet  only  2  per 
cent  of  pharmacists  referred  the  cough 
symptoms,  17  per  cent  the  headache,  57 
per  cent  the  vaginal  itch  and  none 
referred  the  haemorrhoids.  The 
pharmacists  responded  better  than  the 
counter  assistants  of  whom  only  3  per  cent 
referred  the  headache  and  8  per  cent  the 
vaginal  itch. 

Although  legal  supervision  of 
Pharmacy  medicines  was  generally 
adequate,  pharmacists  heard  the 
interviews  between  patient  and  assistant  in 
only  a  quarter  of  cases. 

Presenting  the  results  to  the  practice 
research  poster  session,  the  researchers 
questioned  the  adequacy  of  legal 
supervision  of  P  medicines.  They 
commented  that  if  patients  are  to  be 
directed  to  pharmacies  for  advice,  the  staff 
must  be  seen  to  be  capable  of  detecting 
serious  illness  for  credibility. 

Judith  Rees,  Manchester  University 
department  of  pharmacy,  looked  at  the 
implications  for  a  small  community 
pharmacy  of  original  pack  dispensing.  By 
studying  details  of  prescriptions  dispensed 
over  12  weeks  for  10  commonly  prescribed 
drugs,  she  found  that  the  number  of  orders 
per  week  rose  dramatically  as  the  pack 
size  was  reduced  from  the  traditional 
dispensing  pack.  But  the  average  stock 
held  decreased  by  about  60-70  per  cent, 
with  little  or  no  increase  in  storage  space. 

Pharmacists  in  inner  and  outer  urban 


areas  answer  similar  questions  from  the 
general  public,  a  survey  in  Bolton  has 
shown.  But  those  in  inner  city  areas  answer 
about  twice  as  many  queries  per  head  of 
population,  suggesting  that  there  are  more 
health  problems  in  this  community  or  that 
these  people  rely  more  on  the  pharmacist 
for  advice.  The  research  was  carried  out  in 
41  pharmacies  by  A.  J.  Forbes,  Judith 
Rees  and  A.J.  Ross. 

Another  survey,  in  Birmingham,  has 
shown  that  ethnic  minorities  do  not  make 
full  use  of  pharmaceutical  services.  Over 
61  per  cent  of  nearly  200  Asian  patients 
interviewed  in  six  pharmacies  did  not 
know  what  a  pharmacist  was  and  60  per 
cent  thought  the  doctor  knew  more  about 
medicines  than  the  pharmacist.  Only  14 
per  cent  said  they  would  ask  the 
pharmacist  for  advice  whereas  82  per  cent 
would  ask  the  doctor. 

The  researchers  I.  Partop,  A.  Morley 
and  R.  S.  Panton,  West  Midlands 
RHA/Aston  University  practice  research 
group,  said  one  solution  might  be  to 
provide  leaflets  and  labels  in  Asian 
languages,  which  71  per  cent  of 
respondents  thought  would  be  helpful. 

Doctors  at  the  Middlesex  Hospital, 
London,  have  predicted  that  as  many  as  65 
AIDS  patients  might  be  treated  there  this 
year.  T.S.  Carson  and  C.S.  Miles, 
Bloomsbury  Health  District,  calculated 
that  the  drug  cost  of  this  treatment  would 
be  £53,041,  based  on  an  average  of 
£816.02  per  patient.  They  have  set  up  an 
information  database  and  fact  sheet  for 
pharmacists  on  the  drugs  used  in  AIDS, 
which  they  hope  will  promote  the  cost 
effective  treatment  of  this  disease. 

Researchers  at  the  London  Hospital 
pharmacy  department  presented  a  poster 
on  a  scheme  in  which  elderly  inpatients 
were  given  responsibility  for  taking  their 
own  medicines,  prior  to  discharge  from 
hospital.  Although  the  scheme  was  time- 
consuming  for  the  pharmacist,  who  spent 
50-60  minutes  on  average  counselling 
each  patient,  it  increased  patient  contact 
and  could  be  very  rewarding,  the  authors 
said.  Patients  who  might  not  otherwise 
have  coped  with  self-medication  were 
taught  to  do  so,  thereby  relieving  pressure 
on  relatives  and  community  nurses. 

A  poster  prepared  by  researchers  at 
Manchester  University  department  of 
pharmacy  and  Hope  Hospital,  Salford, 
described  a  scheme  in  which  pharmacists 
visited  69  asthmatic  outpatients  at  home  to 
explain  their  medication.  Patients  said 
they  found  the  scheme  useful,  some  never 
having  received  such  "education"  before. 

The  Pharmaceutical  Society's  Hospital 
Pharmacist  Group  has  collected 
information  from  504  hospitals  and  set  up  a 
database  which  can  supply  details  on 
pharmacy  activities. 


nfirmary.  On  reviewing  patients' 
nedication  over  92  weeks  she  made  a  total 
m  1,139  interventions,  of  which  85  per 
rent  were  accepted.  Dosage  adjustment, 
Iiscontinuation  of  medication,  selection  of 
ippropriate  medication  and  side  effects 
iccounted  for  most  interventions.  When 
he  rejected  interventions  were  assessed  it 
was  decided  they  should  still  have  been 
nade  if  only  because  they  raised  issues  of 
which  the  prescriber  should  be  aware. 

While  most  interventions  were  made  in 
he  interests  of  patient  care,  many  would 
also  save  money.  Co-author  of  the  paper 
was  Roger  Walker. 

Jow  dose  aspirin  therapy 

\  survey  of  30  patients  on  low  dose  aspirin 
herapy  at  Hope  Hospital,  Salford,  showed 
:>oor  knowledge  of  their  treatment. 

Eighteen  were  taking  aspirin  before 
idmission,  of  whom  12  were  able  to 
explain  adequately  why  they  were  taking 
t.  Of  the  12  newly  started  on  the  drug,  five 
were  unaware  that  aspirin  had  been 
prescribed  and  only  four  understood  why. 
Dnly  nine  knew  the  dose  they  were  taking. 

Nearly  two-thirds  were  taking  other 
arescnbed  or  OTC  medicines  which 
rould  potentially  alter  aspirin's  efficacy  as 
an  anti-platelet  agent.  Only  one  recalled 
being  told  to  avoid  other  aspirin- 
containing  products  and  there  was  some 
confusion  as  to  which  OTC  preparations 
contained  the  drug. 

The  survey  was  carried  out  by  Judith 
Cantrill,  University  of  Manchester 
department  of  pharmacy. 


Compliance  aids  such  as  the  Dosett,  the 
tear  off  capsule  device  and  memory  cards 
are  of  limited  value  and  should  be  used 
only  as  an  adjunct  to  patient  counselling . 

This  was  the  conclusion  of  Terence 
jMaguire,  Ladybrook  Pharmacy,  Belfast, 
who  carried  out  a  24  week  survey  of  54 
'geriatric  patients  living  independently  in 
jsheltered  accomodation.  He  found 
(counselling  was  more  effective  than 
compliance  aids  and  concluded  that  if  a 
pharmacist  continually  monitored  patients 
then  their  compliance  and  quality  of  life 
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Showandsell 
with  modisplay 


The  flexible  high  quality 


Modisplay  with  profit  in  mind.  We  design  your  individual 
requirements,  manufacture  the  units  in  our  own  factory  and  carry 

out  the  installation  with  our  own  trained  fitters. 
A  deep  understanding  of  merchandising  your  shop  or  store 

is  backed  up  with  over  20  years  experience  in  the 
pharmacist  trade. 

Modisplay 's  approach  to  store  fitting  gives  you  all  the  advantages 

associated  with  mass  produced  modular  units. 
Add  the  advantages  of  mass  production  to  a  real  understanding 
of  your  business  and  Modisplay  must  inevitably  be 
your  first  choice  when  fitting  out  your  premises.  You  will  not 
be  disappointed  by  our  service  as  all  stages  are 
under  our  total  control. 


Modisplay  (Shopfitting)  Limited 
1  Lockfield  Avenue.  Enfield,  Middlesex  EN3  7QE 
Telephone:  01-805  6240 


Grocery  deal 
from  Crookes 

To  say  that  I  am  disappointed  by  recent 
promotional  activity  by  Crookes  Products 
Ltd  in  the  grocery  trade  would  be  a  gross 
understatement.  Once  again,  we 
pharmacists  are  to  be  stabbed  in  the  back 
by  a  company  which,  in  the  past,  has 
enjoyed  our  support. 

I  have  just  seen  an  advertisement  from 
Crookes  in  a  magazine  aimed  at  grocery 
retailers  which  follows  an  article,  the  thrust 
of  which  is  that  the  first  port  of  call  for 
people  needing  home  medicines  is  the 
grocer's  shop.  Crookes  then  proceed  to 
point  out  the  excellent  profits  to  made  from 
selling  their  products,  and  in  particular 
Optrex,  Strepsils,  Sweetex  and  Complete 
Care. 

Well  I,  for  one,  will  no  longer  be  taking 
advantage  of  the  profits  available  from 
these  lines.  I  am  destocking  all  Crookes 
products  for  which  there  are  alternatives 
including  their  pharmacy  only  medicines. 
And  I  am  making  it  a  matter  of  policy 
never  to  suggest  a  Crookes  product  when 
making  a  recommendation  to  a  customer. 

I  have  applied  this  policy  in  the  past  to 
Beechams,  Vicks,  and  LRC  medicines,  all 
of  whom  similarly  promote  sales  of  their 
OTC  medicines  through  grocery  outlets, 
and  I  do  quite  well  from  it. 

So  come  on  colleagues,  let  us  close 
ranks  against  these  companies,  we  can  do 
without  them.  And  next  time  they  want  to 
launch  a  new  product  let  them  do  it  via 
their  grocery  outlets,  without  the  benefit  of 
pharmacy  endorsement. 
J.M.  Donoghue 
Liverpool 

Xrayser  can  go 
on-line! 

Xyraser  very  kindly  outlined  his  ideal 
computer  labelling  system  and  I 
compliment  him  on  his  astuteness  but 
question  his  delay  —  he  really  need  wait 
no  longer.  Yes,  Xrayser,  we  can  supply  a 
labeller  that  would  store  a  series  of  pre- 
recorded stock  labels.  Yes,  it  will  add  all 
patient  warnings.  Yes,  we  are  developing 
drug  interaction  warnings  with  Ivan 
Stockley.  It  does  count  drug  usage  over  a 
given  period  —  monthly,  weekly  — 
whatever  you  like  and  enables  you  to  assess 
your  buying  requirements  accurately.  Yes, 
a  single  keystroke  will  order  items 
currently  being  typed  but  in  addition  ours 
automatically  calculates  orders  as  labels 
are  prepared.  There  is  no  need  to  enter 


initial  stocks  or  worry  about  wholesaler 
shorts,  incorrect  deliveries,  etc. 

Finally,  yes,  our  machine  can  order 
from  any  wholesaler  apart  from  Unichem 
about  whom  I  believe  we  share  the  same 
sentiments.  Hopefully  they  may  eventually 
see  some  sense  and  reason.  Consequently, 
I  would  welcome  your  inquiry  and  hope 
that  you  will  soon  be  one  of  the  many  many 
pharmacists  who  have  switched  from  a 
typewriter  and  now  would  not  be  without 
their  Richardson  labelling  system.  I  am 
sure  it  will  not  take  three  months  to  train 
your  staff  to  use  it,  and  will  be  welcomed 
by  new  staff  and  locums  alike. 
John  Richardson, 

Managing  director,  John  Richardson, 
Computers. 

Questions  and 
answers? 

We  sent  a  reply  paid  questionnaire  card  to 
7,000  pharmacists  prior  to  Chemex. 

While  we  have  had  quite  a  good 
response  so  far  (approximately  500  to  600) 
we  would  still  like  to  achieve  our  target  of 
1,000  replies.  Not  only  will  this,  of  course, 
help  the  cancer  research  campaign  (for 
each  card  returned  the  company  sends  an 
amount  to  the  charity)  but  it  will  also 
become  a  more  representative  sample 
from  which  we  can  draw  some  really 
positive  conclusions. 

Can  any  pharmacists  who  have  not 
returned  their  cards  please  do  so.  The 
information  will  be  valuable  not  only  to 
John  Richardson  Computers,  but  to  other 
people  to  whom  we  will  provide 
information.  We  are  particularly  interested 
in  receiving  more  replies  from  non- 
Richardson  users,  le  the  more  the  merrier. 
John  Richardson 


Medicines  with 
respect 

The  Wirral  Branch  of  the  PSGB  has 
pharmacists  available  who  are  willing  to 
give  talks  on  "Medicines  —  with  respect." 

The  subjects  covered  include  the 
discovery,  development  and  marketing  of 
drugs,  training  of  pharmacists  in  addition 
to  dealings  with  the  public. 

These  talks  could  be  beneficial  to  such 
groups  as  Women's  Institutes. 
Townswomen  Guilds,  Rotary,  Round  Table, 
School  Career  Conventions,  etc. 

Anyone  interested  please  contact  me 
on  the  following  telephone  numbers: 
daytime  051  645  3925;  evenings  and 
weekends  051  608  9367. 
Barbara  E.  Payne 
Branch  PRO,  Wirral  Branch,  PSGB 


A  cosmetic 
problem 

I  am  writing  to  inquire  whether  there  are 
any  other  small  private  pharmacies  that 
are  having  problems  in  obtaining  supplies 
of  Max  Factor  cosmetics. 

Despite  repeated  attempts  to  prompt  a 
representative  visit  I  have  not  had  one  for 
six  months  yet  it  would  appear  that  the 
Boots  shop  40  yards  up  the  road  has  had  no 
such  problems. 

One  wonders  whether  we  small 
pharmacies  are  no  longer  suitable 
stockists  for  these  "magnificent  products" 
or  whether  larger  companies  are  flexing 
their  muscles. 
M.  Lawton 


Preston  pharmacist  Keith  Fletcher  is  this  months'  £1,000  prize  winner  in  Unichem's 
"passport  to  riches"  draw.  He's  pictured  here  with  Martin  Johnson  (centre),  Crookes 
Laboratories  National  Accounts  executive,  and  Joe  Harris  (right),  general  manager  of 
Unichem's  Preston  branch 
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LETTER  FROM  AMERICA 


Public  drug  information  in  the 

City  of  Angels 


Dr  Norman  Gumpert,  chief  hospital 
pharmacist  at  the  St  Francis  Medical 
Center,  Los  Angeles,  was  giving  a  talk  to 
the  public  on  the  proper  use  of  medicines. 
During  the  question  and  answer  session 
afterwards,  a  member  of  the  audience 
said:  "That's  fine  —  you  can  answer  our 
questions  about  drugs  now,  but  I'm  not 
taking  any  medicines  now!  How  do  I  get  an 
answer  when  I  get  a  prescription  in  two  or 
three  weeks'  time?"  "From  your  physician 
or  community  pharmacist,"  was  the 
answer. 

However,  it  can  be  difficult  to  contact  a 
doctor  in  the  USA.  They  are  often  away 
from  the  office  and  because  the  concept  of 
a  family  or  general  practitioner  is  not 
widespread,  they  are  frequently 
unavailable  except  during  an  emergency. 
Similarly,  pharmacists  may  be  hard  to 
reach.  Because  people  must  pay  for  the 
total  cost  of  their  medicines,  there  is 
considerable  "shopping  around"  for  the 
cheapest  prescription  service.  Such 
pharmacists  tend  to  be  the  busiest  — 
technicians  are  not  commonly  found  in 
American  pharmacies  —  and  they 
therefore  have  the  least  time  for  activities 
other  than  dispensing. 

Realising  that  there  was  a  need  among 
the  public  for  an  advice  centre  for  drugs, 
Dr  Gumpert  established  the  origins  of 
what  is  now  the  Medication  Information 
Service  (MIS)  in  Los  Angeles.  The 
programme's  current  director  is  Richard 
Oksas,  PharmD,  a  former  lecturer  in 
pharmacy  and  sometime  hospital  drug 
information  pharmacist.  Dr  Oksas  has  run 
MIS  through  thick  and  thin,  including  a 
period  when,  because  funding  was 
withdrawn,  he  operated  the  service  after 
work  from  his  garage.  Happily,  MIS  is  now 
based  in  the  Manhatten  Beach  South  Bay 
Free  Clinic,  and  it  provides  a  drug 
information  service  to  the  public  in  Los 
Angeles  and  California  state. 

The  American  public  are  well 
informed  about  drugs.  Each  high  street 
bookshop  carries  a  wide  range  of  books 
about  drugs  written  especially  for  the  lay 
person.  The  Physician's  Desk  Reference  — 
the  American  Data  Sheet  Compendium  — 
is  freely  available  and  is  always  high  in  the 
bestseller  lists.  Actually,  the  American 
public  don't  seem  to  be  more  concerned 
about  drugs  than  the  British  —  they  just 
need  these  references  to  make  sense  of  the 
vast  choice  of  pharmaceutical  products  on 
offer.  Some  of  these  are  more  freely 
available  in  the  USA.  There  is  no 
"Pharmacy-only"  category  for  drugs,  and, 
in  a  typical  drug  store,  even  products  that 
are  prescription-only  medicines  in  the  UK 
—  such  as  Neosporm  and  hydrocortisone 


Pharmacist  Stephen  Chaplin  looks  at  how  public 
information  is  broadcast  in  the  USA.  In  this,  the  first 
of  two  articles,  he  reviews  a  medical  information 
service  in  Los  Angeles  encountered  on  a  recent 
study  tour,  and  finds  the  message  there  is  also  "Ask 
your  pharmacist". 


creams  —  may  be  bought  without  a 
pharmacist  being  present. 

Even  a  pharmacy  proper  may  more 
commonly  bear  a  resemblance  to  a 
supermarket  that  the  high  street  pharmacy 
that  is  familiar  in  this  country.  Alongside 
shelves  of  food  and  magazines  are  quasi- 
medical  products  that  make  unashamed 
claims  of  efficacy  as  stimulants  (caffeine 
200mg  slow-release:  "stay  sharp  and  alert 
for  four  hours")  or  anorectics 
(phenylpropanolamine  50mg:  "Lose 
weight  fast.  Buy  one,  get  one  free").  It 
seems  that  there  is  little  distinction 
between  some  aspects  of  health  care  and 
the  weekly  groceries  in  the  USA,  and 
many  drugs  are  regarded  as  just  another 
category  of  consumer  products. 

Consultation  market  place 

Medical  consultations  are  also  conducted 
in  a  market  place.  'There  are  more 
specialists  and  specialities,  probably,  than 
general  practitioners,"  says  Richard 
Oksas.  "A  patient  will  go  to  one  doctor  to 
treat  one  disease  state,  and  to  another 
physician  to  treat  another." 

Drugs  may  therefore  be  prescribed  in 
isolation  and  the  potential  for  adverse 
interaction  is  increased  greatly.  A  person 
may  develop  an  adverse  reaction  and, 
adds  Dr  Oksas.  "He  or  she  may  not  even 
know  which  physician  to  contact.  The 
elderly  may  also  take  herbal  remedies, 
nutritional  supplements,  and  non- 
prescription products  that  are  advertised 
on  television."  Physicians  may  be  unaware 
of  these  products  and  of  their  potential  for 
interaction  with  the  drugs  prescribed. 

Fortunately,  there  have  been  no 
disputes  with  other  pharmacists  or  doctors 
because  of  conflicts  of  interest.  "We're 
interested  in  dealing  with  complicated  or 
controversial  questions  that  require  a  large 
research  library"  states  Dr  Oksas,  not  in 
the  everyday  problems  that  community 
pharmacists  and  physicians  can  handle. 

Questions  about  generic  equivalence, 
the  best  ways  of  taking  medicines,  or  about 
common  adverse  effects  are,  he  says,  best 


discussed  with  the  pharmacist.  "Foreign 
drug  evaluation  is  a  question  that 
physicians  and  pharmacists  are  not 
familiar  with.  Another  one  is  street  drug 
identification:  there  are  a  lot  of  counterfeit 
pills  being  sold  on  the  black  market.  We 
have  an  identification  service  that  will  tell 
you  whether  it's  a  legitimate 
pharmaceutical  or  not."  Richard  Oksas 
also  writes  newspaper  columns  and 
publishes  an  information  newsheet  about 
drugs  aimed  directly  at  the  consumer. 

MIS  is  not  a  large  organisation. 
Richard  Oksas  is  chief  cook  and  bottle 
washer  —  he  manages  the  service  as  well 
as  answering  enquiries  from  the  public 
himself.  He  had  the  assistance  of  a  newly- 
graduated  pharmacy  student  for  part  of 
the  year,  and  some  pharmacists  from  the 
local  hospitals  volunteer  to  cover  the 
evening  shifts.  "I  believe  that  hospital 
pharmacists  volunteer  to  work  here 
because  a  lot  of  them  have  no  patient 
contact,"  says  Dr  Oksas.  "Conversely,  that 
would  explain  why  we  don't  have  any 
community  pharmacists.  They  have  more 
involvement  with  patients  in  their  practice 
setting,  so  at  the  end  of  the  day  the  last 
thing  they  want  to  do  is  to  be  consulted." 
Each  prospective  member  of  staff  receives 
training  in  information  retrieval  and  in 
communication  skills,  followed  by  "on  the 
job"  training  under  close  supervision. 
Their  performance  is  subsequently 
monitored  to  ensure  that  MIS  provides  a 
service  of  a  consistently  high  standard. 

The  questions  put  to  MIS  sometimes 
indicate  that  not  all  problems  are  textbook 
cases.  Being  in  the  "front  line"  of  patient 
information,  MIS  has  discovered  that 
theory  and  practice  may  sometimes  differ. 
Richard  Oksas  gives  an  example:  "If  you 
look  at  the  original  literature,  the 
manufacturer's  information  sheets,  or  the 
FDA-approved  labelling,  they  say  that 
depression  caused  by  beta-blockers 
occurs  in  1  to  3  per  cent  of  patients.  I  can 
tell  you  that,  with  propranolol,  the  number 
one  concern  is  mental  depression."  This 
experience  has  recently  been  borne  out  by 
research  published  in  the  prestigious 
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JournaJ  of  the  American  Medical 
Association,  showing  that  23  per  cent  of 
patients  taking  beta-blockers  over  two 
years  were  also  taking  antidepressants. 
"Another  thing  we've  seen  is  a  high 
incidence  of  skin  reactions  with 
piroxicam.  The  mam  concern  here  on  the 
safety  of  piroxicam  has  been  gastric 
disturbances  —  we  don't  get  many 
complaints  about  that."  Richard  Oksas 
firmly  believes  that  this  information  is 
valuable  both  therapeutically,  to  correct 
misleading  documentation,  and 
commercially,  since  such  epidemiological 
data  could  be  used  to  attract  funding. 

A  familiar  problem 

Money  is  a  problem  for  MIS  which,  after 
seven  years  of  service,  is  described  by  Dr 
Oksas  as  "economically  vulnerable." 
Funding  has  in  the  past  come  from 
donations  from  foundations  and  from 
satisfied  customers.  However,  temporary 
reductions  in  services  and  in  resources 
have  been  forced  on  MIS  through  lack  of 
money,  and  each  year  new  subscribers 
must  be  found  to  ensure  the  survival  of  the 
service.  This  contrasts  sharply  with  some 
state-funded  information  services  in  the 
United  States,  whose  budgets  may  be  of 
the  order  of  half  a  million  dollars.  Richard 
Oksas  has  nonetheless  achieved 
considerable  success.  He  calculates  that 
interventions  by  MIS  have  been  potentially 
life-saving  in  1500  cases.  However,  he 
adds:  "Private  foundation  funding  for 
programmes  like  this  is  dwindling 
horribly.  I  think  that  our  only  hope  is  total 
state  support  for  the  project,  or  to  develop 
contractual  services  with  drug 
companies." 

MIS  is  a  service  which  complements 
the  conventional  medical  and  pharmacy 
services  and  which,  like  them,  is  freely 
available  to  whoever  wants  to  use  it.  The 
service  has  survived  largely  through  the 
determination  of  its  director,  and  Richard 
Oksas'  efforts  should  be  rewarded  by 
substantive  funding  to  preserve  a  valuable 
public  service  for  Los  Angeles. 


Richard  Oksas,  at 
the  MIS 

headquarters  in 
Los  Angeles 


Stephen  Chaplin 
was  awarded  the 
Guild  of  Hospital 
Pharmacists  1986 
Travenol  Fellowship 
to  conduct  research 
in  public  drug 
information  services. 
The  results  will  be 
reported  in  full  in 
Proceedings  of  the 
Guild  of  Hospital 
Pharmacists. 
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Fifteen  years  of  the  IFC 


The  National  Pharmaceutical 
Association's  free  and  confidential 
Inter  firm  Comparison  Scheme  is  15 
years  old.  And  from  modest 
beginnings  is  now  used  by  around 
400  members  each  year. 

That's  a  figure  assistant  finance  officer 
George  Raven  would  like  to  see  grow 
steadily,  but  he  says  that  if  a  couple  of 
thousand  members  decided  to  take  part 
regularly  in  the  service,  it  would  become  a 
full-time  job.  As  it  is,  the  IFC  keeps  one  of 
the  accounts  staff  busy  for  a  day  a  week 
entering  the  results  of  the  questionnaires 
onto  the  NPA's  computer. 

But  it's  a  much  simpler  process  these 
days  for  all  that.  IFC  has  been 
computerised  for  three  years  now,  but 
before  this  it  was  a  manual  operation. 
George  recalls  the  teething  troubles  they 
had  with  the  transfer,  "it  took  about  three 
months  to  set  up  the  computer.  And  by 
then  we  had  a  backlog  of  questionnaires  to 
enter,"  he  says.  "When  they  were  all 


entered  the  computer  started  processing 
them,  and  didn't  stop  for  two  weeks.  I  don't 
think  we  were  very  popular  with  the  other 
departments."  The  IFC  runs  weekly,  and 
overnight. 

Computerisation  has  brought  benefits 
in  turnaround.  George  hopes  to  send  the 
comprehensive  survey  reports  including 
profitability  ratios,  working  capital  ratios, 
turnover  ratios,  and  comparisons  with 
shops  in  the  same  turnover  band,  same 
area  and  similar  year  locations,  within 
three  to  four  weeks,  as  opposed  to  the  six  to 
12  months  when  the  survey  was  manual. 

In  addition,  George  can  prepare  an  in- 
depth  personal  report  for  £25.  He  says  this 
would  usually  take  several  hours  —  and 
you  won't  have  the  services  of  many 
qualified  chartered  accountants  for  that 
sort  of  money  these  days. 

For  a  service  that  uses  so  many  skilled 
man-hours,  it  is  perhaps  surprising  that 
IFC  is  free;  other  "comparison"  services  for 
pharmacies  are  available  elsewhere,  but 


the  cost  is  over  £50,  and  George  thinks  that 
databases  being  used  for  these  are  poor. 
"Some  operate  by  taking  figures  from 
Companies  House,  where  all  limited 
companies  have  to  place  their  yearly 
figures.  Obviously  this  gives  an 
incomplete  picture  and  cannot  separate 
figures  for  individual  branches.  Other 
professions  which  operate  comparison 
services  charge  from  £200-£300. 

"What  the  NPA  is  doing  with  the  IFC  is 
to  provide  management  information  for  the 
member  that  enables  him  to  see  how 
efficiently  his  business  is  running  and  to 
take  corrective  action  if  necessary." 

The  IFC  has  its  regulars,  and,  of 
course,  the  statistics  are  most  useful  if 
continuing  performance  can  be 
monitored.  Records  don't  show  whether 
members  have  been  using  the  service 
since  it  began,  but,  says  George,  every 
inquiry  is  given  a  number,  for 
confidentiality,  and  some  people  are  still 
sending  in  figures  with  an  IFC  number  of 
100  or  so,  so  they  have  been  involved  from 
early  on.  "I  know  that  I  am  biased,  but  if  I 
was  a  member,  I'd  take  part." 


Fully-fitted 
fan  heaters 

to  save  space  and  put  heat  where  it's  wanted 


I 


BUILT-IN  FAN  HEATER  Model  BUH  24T 

This  built-in  fan  heater  can  be      with  choice  of  0.8kW, 

SSti^IoSa,    1  -6kW  °r  2'4kW  OUtPU'tS 

units   to  avoid  taking  up 
valuable  wall  or  floor  space  - 
in  homes,  retail  premises  or 
offices 

The  controls  are  remote  and  can 
be  mounted  anywhere  convenien 
The  heater  has  a  variable  thermostat 
and  a  thermal  cut-out  for  safety  For  summer 
use,  a  fan-only  setting  circulates  unheated  air  Easily 
installed,  requiring  no  ducting  Finished  in  'bitter  chocolate' 


PROBLEM? 
NO  PROBLEM! 

UNDERSTANDING 
NO  PROBLEM 

As  probably  the  largest  established  company  to 
specialise  in  the  supply  of  ostomy  and  incontinence  products 
anil  appliances  we  know  the  difficulties  <  Ihemists  and 
Pharmacists  face  in  carrying  a  bewildering  stuck  of  items, 
particularly  when  laced  with  slow  service  from  suppliers. 

CHOICE 

NO  PROBLEM 

\\  ith  our  main  years'  experience  in  this  field  and 
probably  the  largest  range  of  Stoma  care  products  all  under 
one  roof,  we  are  pleased  to  offer  expert  advice  and  information 
whenever  necessary  or  simply  to  ensure  your  orders  receive 
prompt  and  careful  attention. 

SERVICE 
NO  PROBLEM 

<  (rders  are  usiiallv  despatched  on  the  day  ol 
receipt  so  that  dispensing  ostomy  and  incontinence  products 
should  never  he  a  problem.  \  freephone  telephone  number  is 
available  for  your  regular  orders. 


We  ll  be  pleased  to  solve  your  servi 

and  supply  problems. 

For  further  details,  write  or  phone 


North  West  Ostomy  Supplies 
(Wholesale)  Limited 


[North  West  Ostomy  Supplies  W  holesale  Ltd. 

North  West  House,  62  ( (akhill  Trading  Estate 
Worsley  Road  North.  Walkden,  Manchester, 
M28  5PT.  Tel:  Farnworth  (STD  11204)  709255 


Dimplex 


Dimplex  Heating  Limited 
Millbrook,  Southampton,  S09  2DP 
Telephone:  0703  777117 
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Battery  of  complaints  in 
advertisement  row 


Ever  Ready  are  set  to  withhold  their 
levy  to  the  Advertising  Standards 
Authority  unless  complaints  about 
Duracell's  advertising,  raised  in  a 
recent  consumer  watchdog 
programme,  are  resolved. 

Channel  4's  "4  What  it's  Worth" 
investigated  parallel  imports  of  Duracell 
batteries,  which  are  meant  for  sale  outside 
the  UK  and  therefore  not  covered  by  the 
company's  advertising  claims.  The 
programme  tested  the  batteries  and  found 
them  inferior  to  the  bona  fide  product,  but 
said  they  were  freely  available  in  shops 
and  being  sold  as  ordinary  Duracell 
batteries. 

Diana  Bird  of  the  ASA  said  on  the 
programme  that  the  Authority  was  worried 
about  the  claims  being  made  by  Duracell, 
and  confirmed  that  they  had  asked  the 
company  to  amend  their  advertising.  But, 
she  said,  "we  are  happy  that  the  majority 
of  batteries  on  sale  at  official  Duracell 
outlets  are  the  type  of  battery  that  they 
advertise".  The  programme's  researchers 
visited  four  cities  and  found  the  inferior 
batteries  on  sale  in  a  variety  of  outlets. 

The  programme  also  criticised 
Duracell's  advertising  for  making 
misleading  comparisons.  The 
advertisements  state  that  Duracell 
batteries  last  longer  than  zinc  carbon 
ones,  the  programme  pointed  out  that  any 
alkaline  battery  should  outlast  a  zinc 
carbon  one. 

Ever  Ready's  trade  marketing  director 
Peter  Bonner  said:  "We  have  made 
repeated  reguests  to  the  ASA,  bringing  to 
their  attention  the  guestionable  validity  of 
a  number  of  Duracell  claims.  The  recent 
programme,  presented  and  researched  by 
an  entirely  independent  organisation,  only 
reinforces  our  argument."  But,  he  said, 
the  requests  had  failed  to  elicit  any 
concrete  action,  and  the  company  is 
therefore  "looking  to  the  implications  of 
withdrawing  our  ASA  levy'. 

Duracell  did  not  appear  on  the 

Radox  gets  in 
hot  water... 

A  Radox  Showerfresh  on-pack 
promotion  has  been  the  subject  of  a 
complaint  upheld  by  the 
Advertising  Standards  Authority. 

A  member  of  the  public  complained 


programme.  General  Manager  Roy 
Doughty  said  the  programme  was 
inaccurate  and  presented  comments  out  of 
context.  The  tests  for  battery  performance 
were,  he  said,  "simple  and  amateurish  — 
you  just  don't  test  batteries  that  way". 

Differences  in  performance  between 
the  parallel  imports  and  batteries  meant 
for  the  UK  market  were  likely  to  be  a  result 
of  bad  storage  conditions,  over  which 
Duracell  UK  could  have  no  control,  he 
explained.  The  company  could  not  tell 
retailers  not  to  buy  the  imported  batteries, 
Mr  Doughty  said,  because  to  do  so  would 
contravene  the  Treaty  of  Rome  which 
ensures  free  trade  between  members  of  the 
EEC,  but  they  do  advise  retailers  to  be 
aware  that  the  imports  are  likely  to  have 
suffered  from  bad  storage. 

Mr  Doughty  said  the  programme  had 
resulted  in  considerable  confusion  among 
the  trade  and  consumers,  and 
commented:  "We  hope  that  Channel  4  will 
take  some  action  to  clarify  the  confusion 
that  has  resulted  from  the  programme". 

Diana  Bird  of  the  ASA  told  C&D  that 
the  implications  of  withholding  the  ASA 
levy  would  be  serious:  "Ever  Ready  have 
agreed  to  abide  by  the  Code  of 
Advertising  Practice.  They  are  entitled  to 
say  if  they  have  complaints,  and  they  can 
opt  out  altogether,  but  you  don't  just  drop 
out  of  an  agreement  because  it's  not 
working  for  you  or  things  aren't  going  your 
way". 

Ms  Bird  said  the  ASA  were  "Rather  at  a 
loss"  to  know  why  Ever  Ready  were 
threatening  to  withhold  the  levy,  as  the 
authority  has  not  received  a  challenge  to 
Duracell's  advertising  from  them  for  over  a 
year.  She  confirmed  that  challenges  had 
been  made  in  the  past  but  said  these  had 
been  resolved. 

□  Duracell  batteries  intended  for  the  UK 
market  can  be  distinguished  by  the 
Duracell  UK  address  on  the  back  of  the 
pack  and  the  claim  "lasts  up  to  six  times 
longer"  on  the  front. 


that  packaging  referring  to  the  "50p  cash 
back"  promotion  did  not  make  clear  that  a 
till  receipt  had  to  be  submitted  when 
applying  for  the  offer,  nor  did  it  say  the 
offer  was  limited  to  just  one  per  household. 

Nicholas  accepted  that  the  packaging 
had  infringed  the  Code  of  Sales  Promotion 
Practice. 

The  ASA  noted  their  assurance  that 
future  promotional  material  would  be 
modified  accordingly. 


Another  buy 
for  Fisons 

Fisons  are  spending  £26m  on  their 
latest  acquisition  —  a  privately 
owned  scientific  instruments 
company  based  in  the  US. 

As  part  of  the  deal,  which  should  be 
completed  by  mid-October,  Fisons  take  on 
£19m  of  borrowings  from  Applied 
Research  Laboratories,  who  make  high 
technology  analytical  instruments  in 
Switzerland  and  California.  ARL  made 
pre-tax  profits  of  $5. 2m  last  year  —  £3. 6m 
—  on  worldwide  sale  of  $70m  (£47m).  As 
well  as  the  manufacturing  bases,  the 
company  has  a  data  handling  team  based 
in  Luton,  developing  software  and 
application  packages. 

Fisons  chairman  and  chief  executive 
John  Kerridge  said  the  deal  was  part  of  the 
firm's  strategy  of  expanding  the  scientific 
eguipment  division  into  international  high 
technology  markets.  Fisons  bought  the 
Italian  instruments  makers  Carlo  Erba 
Strumentazione  in  1985.  Fisons,  whose 
recent  performance  has  been  pleasing  the 
City,  agreed  to  pay  out  £4. 3m  recently  for 
Rorer  subsidiary  Radiol  Chemicals,  as  part 
of  the  development  of  their  consumer 
health  business  (see  August  30,  p337). 

EEC  to  back 
small  firms 

The  EEC  is  to  encourage  the  setting- 
up  and  development  of  small 
businesses  by  improving  the 
business  environment  in  their 
favour. 

Following  a  meeting  of  the  European 
Council  in  June,  a  Small  Business  Task 
Force  was  established  to  draw  up  an  action 
programme  identifying  the  problems 
faced  by  small  businesses,  and  to  define 
objectives  for  Community  action.  These 
include  the  provision  of  extra  services  and 
easing  access  to  capital.  The  move  has 
been  welcomed  by  National  Pharma- 
ceutical Association  director  Tim  Astill 
who  says  he  is  pleased  that  a  previously 
big-business  orientated  EEC  is  now 
attending  to  the  needs  of  the  small 
business. 

Schering  Health  Care  are  to  shed 
Schermg  Prebbles  and  Steripak,  as  part  of 
their  policy  of  concentrating  on  ethical 
pharmaceuticals  and  speciality  chemicals. 

Fortline  Ltd  are  moving  to  Hmdmans 
House,  52  Hmdmans  Road,  East  Dulwich, 
London  SE22  9NG  (tel  01-299  3969/3070). 
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Hopes  high  for 
September's 
retail  sales 

Things  are  looking  up  for  retailers, 
as  the  latest  Confederation  of 
British  Industry  /Financial  Times 
survey  shows  high  hopes  for 
September's  sales. 

Retail  sales  are  showing  their  best 
growth  since  August  of  last  year.  Most  of 
the  336  retailers  participating  in  the 
distributive  trades  survey  expect  more 
sales  and  are  employing  more  staff  —  both 
part  time  and  full  time.  Wholesalers  are 
also  taking  on  more  staff,  and  their  sales, 
which  rose  more  slowly  in  August  than  in 
July,  should  be  better  in  September. 

Growth  in  orders  placed  by  retailers 
was  slower  in  August  than  in  the  previous 
month  —  it  should  go  up  for  September. 
And  orders  placed  by  distributors  overall 
were  the  slowest  since  January  1985, 
reflecting,  says  the  CBI,  slower  ordering 
by  wholesalers. 

Out  of  seven  chemists  responding  to 
the  survey,  none  expected  their  overall 
business  situation  to  deteriorate  and  most 
looked  to  a  definite  improvement. 

And  the  optimism  shown  in  the  CBI/F7" 
survey  is  shared  by  the  Department  of 
Trade  and  Industry,  showing  August  sales 
7  per  cent  up  in  value  and  4.6  per  cent 
higher  in  volume  compared  with  last  year. 

US  firms  in 
nappy  battle 

Disposable  nappies  are  the  cause  of 
an  increasingly  heated  dispute 
between  Kimberly-Clark  and 
Procter  &  Gamble  in  the  US. 

The  latest  move  in  America's  nappy 
war  has  seen  Kimberly-Clark  threatening 
to  bring  a  lawsuit  against  P&G  for  unlawful 
monopoly.  This  is  their  return  blow  after 
P&G's  attempts  to  get  an  injunction 
stopping  them  from  using  elastic 
waistbands  on  their  products.  According 
to  Procter  &  Gamble,  the  waistband  used 
on  Huggies  infringes  their  own  patent. 
Huggies  hold  about  28.5  per  cent  of  the 
market  while  P&G's  Luvs  and  Pampers 
take  over  50  per  cent,  according  to  a 
Financial  Times  report. 

The  battle  is  an  important  one  to  both 
companies  —  P&G  have  been  facing 
increased  competition  lately,  while 
Kimberly-Clark's  share  price  is  said  to 
have  suffered  from  talk  of  their  losing 
market  share  to  the  rival  company. 
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Winner  of  the  grand  draw  at  Vestric's 
twentieth  birthday  Trade  Fair  and  Family 
Day,  was  dispensing  assistant  Mrs  Dorothy 
Smith  of  Bateman  Chemist,  Ancoats,  Man- 
chester. Mrs  Smith  received  the  keys  from 
celebrity  guest  Roy  Castle,  and  Vestric's 
managing  director  Mr  Peter  Worling.  The 
event,  at  Tatton  Park  in  Cheshire,  was  at- 
tended by  a  record  5,000  pharmacists, 
assistants,  and  their  families 


Shops  not  tops 
with  customers 

Use  your  imagination,  is  the 
message  to  retailers  from  a  new 
Mint  el  report. 

"Retailing  and  the  shopper"  concludes 
that  there's  a  long  way  to  go  before 
retailers  reach  their  full  potential  and 
please  their  customers.  UK  turnover  hit 
£86  billion  in  1985,  says  the  report  —  8  per 
cent  up  on  1984's  £79.2  billion  and  a  50 
per  cent  increase  on  1980.  But  the  report 
notes  that:  "Purchasing  has  ceased  to  be 
motivated  by  a  straightforward  economic 
benefit  and  a  whole  range  of  complex 
additional  factors  have  come  into  play  as 
shoppers  have  become  more  discerning". 

The  biggest  complaint  is  high  prices  — 
nearly  80  per  cent  of  customers  asked 
wanted  them  cut.  Quicker  checkout 
service  was  called  for  by  70  per  cent  and 
49  per  cent  wanted  more  polite  staff. 
Around  46  per  cent  complained  of  shops 
being  out  of  stock  too  often  and  42  per  cent 
called  for  more  payment  points. 

"Although  retailers  have  shown  a 
willingness  in  trying  to  respond  to 
changing  consumer  needs,  many  efforts, 
including  trading  hour  extensions  and 
improved  technology,  have  fallen  short  of 
the  mark,"  comment  Mintel.  Over  half  the 
housewives  asked  —  55  per  cent  —  were 
never  likely  to  go  early  morning  or  late 
evening  shopping,  but  nearly  60  per  cent 
wanted  to  be  able  to  shop  on  Sunday. 

Few  women  shoppers  claimed  to  be 
influenced  by  advertising  and  display  and 
electronic  funds  transfer  was  not 
welcomed.  "Retailing  and  the  Shopper" 
(£450),  Mintel  Publications,  KAF  House,  7 
Arundel  Street,  London  WC2R3DR. 

Pharmacia  have  sold  US  distribution  rights 
for  their  allergy  and  diagnostic  lines  to 
Electro-Nucleonics. 


Boots  lines  too 
busy...  

A  branch  of  Boots  the  Chemist  has 
been  the  subject  of  a  complaint 
about  a  promotional  leaflet  to  the 
Advertising  Standards  Authority. 

A  member  of  the  public  objected  to  a 
leaflet  featuring  a  number  of  reduced 
items  including  a  cordless  telephone 
costing  £89.95.  He  complained  that  he  had 
been  unable  to  obtain  the  telephone  at  his 
local  Boots  branch,  and  had  been  advised 
that  it  was  not  available. 

Boots  told  the  ASA  that  demand  for  the 
telephones  had  been  higher  than 
expected,  which,  with  a  temporary 
delivery  delay,  had  caused  supply 
problems.  On  seeking  further  supplies, 
they  found  that  the  item  had  been 
discontinued  by  the  manufacturers.  The 
ASA  noted  their  comments  and  that  the 
leaflet  had  been  prepared  in  good  faith. 

P&G  advised  to 
look  again 

A  Trading  Standards  Officer's 
complaint  about  a  holiday 
promotion  on  Head  and  Shoulders 
shampoo  has  been  upheld  by  the 
Advertising  Standards  Authority. 

The  Trading  Standards  Officer 
objected  to  a  holiday  savings  promotion 
featured  on  the  shampoo's  packaging, 
which  stated  that  "International  Consumer 
Incentives  is  responsible  for  the 
organisation  and  implementation  of  this 
promotion  and  Procter  &  Gamble  Ltd 
cannot  therefore  be  held  responsible  in 
any  way  in  respect  of  liability  or  claims 
whatsoever  or  howsoever  arising  from  this 
promotion." 

The  complainant  questioned  the 
conformity  of  the  statement  with  the  British 
Code  of  Sales  Promotion  Practice 
requirement  that  responsibility  for  all 
aspects  of  a  promotion  always  rests  with 
the  promoter. 

Procter  &  Gamble  said  that  while  they 
were  undoubtedly  the  promoter,  they  did 
not  have  control  over  the  organisation  and 
implementation  of  the  holidays  offered, 
and  had  included  the  warning  on  the 
packs  to  alert  participants  in  the  promotion 
to  this  fact. 

The  ASA  noted  their  comments,  but 
considered  that  the  wording  of  the 
disclaimer  to  infringe  the  terms  of  the 
Code.  They  advised  the  company  to  seek 
Code  of  Advertising  Practice  advice  on 
future  copy. 
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S&N  to  buy  US 
Medical  group 

Smith  &  Nephew  have  agreed  to  buy 
Richards  Medical  Company  of  Memphis, 
Tennessee,  for  £192. 7m. 

Richards  is  one  of  the  USA's  largest 
orthopaedic  products  companies,  say 
Smith  &  Nephew,  and  is  being  sold  by 
Coopervision. 

The  acquisition  will  be  financed  in  part 
by  issuing  ordinary  shares  to  raise 
£127.  lm;  the  balance  is  to  come  from 
Smith  &  Nephew's  own  resources,  says  the 
company. 

CBI  warning 

Drug  abuse  in  the  British  workplace  is 
growing,  and  problems  of  addiction 
stretch  from  shopfloor  to  boardroom, 
warns  the  Confederation  of 


British  Industry. 

The  CBI  has  published  detailed 
guidelines  on  how  to  deal  with  staff  who 
are  addicts  in  "Danger  —  Drugs  at  work; 
an  employer's  guide  to  drugs  misuse".  The 
document,  which  has  been  produced  in 
association  with  Turning  Point,  an  agency 
specializing  in  drug  and  alcohol  abuse,  is 
available  from  CBI,  Centre  Point,  103  New 
Oxford  Street,  London  WC1A  1DU. 


Computer  blues 

Salford  University  are  doing  some  plain 
speaking,  especially  for  traders  wary  of 
computer  technology. 

Under  the  distributive  trades  advisory 
service  scheme,  retailers  can  look  for 
guidance  at  subsidised  rates  on  using 
computers  in  business  from  the 
University's  Business  Services  company. 
Aiming  particularly  at  smaller  firms,  the 
company  has  set  about  translating  the 
"buzz"  words  of  computer  language. 

lassifie: 


Tuesday,  September  30 

Guild  of  Hospital  Pharmacists.  Glasgow  and  West 
of  Scotland.  Seminar  room  2A,  Glasgow  Royal 
Infirmary,  at  7  30pm,  on  "Development  pharmacy  in 
hospital  practice" 

Cambridge  Branch.  National  Pharmaceutical 
Association,  a  joint  meeting  with  Cambridge  and 
District  Branch,  Pharmaceutical  Society,  in  Seminar 
room  2,  The  Medical  School,  Addenbrooke's 
Hospital,  Cambridge  at  7  45pm  Speaker  Mr  loe 
King,  NPA  Board  member  and  representative  on 
PSNC 

Wednesday,  October  1 

East  Kent  Branch.  Pharmaceutical  Society, 

postgraduate  medical  centre,  Kent  and  Canterbury 
Hospital,  Canterbury  at  8pm  Film,  "External  Cardiac 
Massage". 

Thursday,  October 2 
Bristol  and  District  Branch,  Pharmaceutical 
Society,  at  Front  Ramp  conference  room,  Frenchay 
Hospital,  at  7  30pm.  Speaker  F.H  Oliver  on  "The 
food  we  eat  and  the  things  we  swallow  with  it". 

Hounslow  and  District  Branch.  Pharmaceutical 
Society,  in  the  lecture  theatre  at  the  West  Middlesex 
Hospital,  Twickenham  Road,  Isleworth  at  7.45pm 
Speaker  is  Mr  Raymond  Dickinson  FPS,  deputy 
secretary  of  the  Pharmaceutical  Society,  on  "The 
Nuffield  Report". 


Appointments 


CHEMISE 
DRUGGIST 

ADVERTISEMENT  SALES 

Chemist  &  Druggist  has  an  opportunity  for  a  top-flighl 
sales  executive  to  represent  the  magazine  in  North 
London  and  the  Home  Counties. 
Proven  selling  ability  is  essent  ial  for  a  job  which  involves 

dealing  with  sophisticated  industry  clients  and  main 
London  agencies.  Candidates  will  ideally  have  direct  sales 
or  marketing  experience  involving  the  pharmaceutical/ 
toiletries  industries,  or  an  excellent  record  in  retail- 
orientated  magazine  publishing. 
If  you  have  what  it  takes  to  sell  the  market  leader,  we 
offer  a  competitive  salary  plus  incentive  bonus,  company 
car,  and  the  benefits  appropriate  to  a  dynamic  and 
expanding  publishing  company. 
If  you  feel  this  is  the  next  move  lor  you,  please  write  with 
full  cv  to  Geoffrey  Smith,  Personnel  Manager, 
Benn  Publications  Limited,  Sovereign  Way,  Tollbr  idge, 
KentTN9  1RW. 


Benn 


SALES  REPRESENTATIVE 

we  require  a  sales  representative  based  in 
the  North  East  of  England  with  experience 
of  selling  to  retail  chemist  shops.  This  is  a 
new  position  with  tremendous  growth 
potential.  Salary  will  be  commensurate  with 
experience.  Company  car  and  usual 
benefits.  Please  reply  to:  — 

BOX  C&D  3186 


Agents 


AGENTS  & 
DISTRIBUTORS 

required  to  sell  highly  successful  anti- 
smoking  products,  to  be  supported  by 
national  advertising,  "with  exceedingly  good 
rewards. 

Please  reply  to  Sales  Director: 
The  STOPPERS  COMPANY  Ltd 
Taylors  Lane,  Pilling,  Lanes  PR3  6AB 
Tel:  039  730  602/787 
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Agents 


COMMISSION  AGENTS  REQUIRED 

to  sell  quality  Spanish  toiletries  with  International 
reputation.  Most  UK  areas  available. 
Please  contact: 
Keith  Reynolds  -  RDM  Ltd, 
Bath  Gardens,  Bakewell,  Derbyshire  DE4  1BT. 
Tel:  062  981  3393 


AGENT 
REQUIRED 


To  sell  exclusive  OTC  items 
plus  fresh  Royal  Jelly, 
Honey/ Propolis,  Rivital 
Massage. .  .to  wholesalers, 

chemists,  health  food 
outlets  in  all  areas  of  the 
UK. 

Please  contact: 
Europhar  Promotion  Ltd, 
12  Brudenell,  Windsor,  Berks 
SL4  4UR.  Tel:  01-574  4322. 


Management 
Systems 


AT  A 
STRO 


A UP  GO 
SALES 

TDOWN 
COMES 
STOCK 

'because  you  have 
control  in  shop, 
branch, 
stockroom 
and  warehouse" 

telephone,  Colin  Bell,  042  128  3077 
FAIRSCAN  LTD,  EMERY  DOWN 
LYNDHURST,  HANTS 


Shopfitting 


LEXDRUM 

0626834077 

WE  PROVIDE  A  PROFESSIONAL 
SHOPFITTING  SERVICE  FOR  THE 
RETAIL  PHARMACY 


LEXDRUM  STOREFITTERS 

"happle  Rd,  Bovey  Tracey,  Devon. 

0626834077; 


C 


L 


LUX  LIRE 

SH0PFITTERS  FOR  THE  PHARMACY 


REFITS,  NEW  INSTALLATIONS,  CEILINGS,  SHOPFRONTS 
ELECTRICAL,  FINANCE,  NPA  &  NUMARK  APPROVED. 
SO  CONTACT  US  NOW 

LUXLINE  LTD 

8  COMMERCE  WAY,  LEIGHTON  BUZZARD,  BEDS 
TEL:  0525-381356 


Shopfitting 


marspec 

^Si  SHOPFITTING  LTD 

A  complete  shopfitting  and  design  service,  at 
competitive  prices  tor  the  pharmacist. 
Southern  Office:  Northern  Officee: 

Unit  4b,  4  Prestwood  Court, 

Grace  Road,  Leacroft  Road, 

Marsh  Barton,  Risley,  Warrington, 

Exeeteer,  Devon  Cheshire 
Tel:  0392  216606  Tel:  0925  827292 


Labels 


DON'T  LOSE  OUT 

ORDER  YOUR  PRICE  LABELS 
FOR  CHRISTMAS  NOW. 

SAVE  20% 

ORDERS  PLACED  BEFORE  30  SEP.  WILL  BE  REDUCED. 
(THAT  BRINGS  EACH  BOX  BELOW  £30). 

Guaranteed  Quality  —  Knowledgeable 
Service  —  Speedy  delivery. 

PHONE  0702-333761  anytime 


TOM  LYDON 

LOW  PRICE  LABEL  CO 

FREEPOST 

88  SOUTHBOURNE  GROVE, 
WESTCLIFF-ON-SEA  SSO  3BR 


top  quality/  ad  ci  c 
self-adhesiveLMDcLO 

FOR  COMPUTER  OR  TYPEWRITER  USE 


DELIVERED  WITHIN  f 4  DAYS  OR 

NO  CHARGE 

THAT'S  THE  PARK  PRINTING  PLEDGE 
PHONE  AMANDA  NOW! 
  FOR  FULL  DETAILS nt-i  7no  oonn 

PARK  PRINTING  4  I  '43  PARLIAMENT  STREET  LIVERPOOL  L8  5RN    %/J  I  mf  I/O  OO 1/1/ 


Shopfitting 


> 


Quality  and  original  Continental 

Systems  plus  total  package 
NPA  recommended  NO  system 
matches  UMDASCH  for 
quality. 

Prices  pleasantly  competitive. 
See  for  yourself  ...there's  no 
obligation. 

Apeils  Systems  Ltd,  Unit  P, 
Kingsway  Trading  Estate, 
Kingsway,  Luton, 
Bedfordshire. 
Ring  Luton  (0582)  457111 


NOW! 


in  ~  ni  iplitv  1 


We're  the  leading  Equality  supplier 
tor  Computer  or  Typewriter  labels  - 
we  cater  tor  every  system. 
We've  also  an  excellent  range  of 
PLAIN  WHITE  CARTONS, 
DISPENSING  and  COUNTER 
BAGS.  DATE  STAMPS,  EXCLUSIVE 
GIFT  WRAP  RANGE 
Prompt  despatch  Keen  Prices 

?e%s  752653 

(0532)      FOR  PROMPT  ATTENTION 


harmaceutical 
'ackaghig  wBgij 

eeds 


40 

kstall 
Leeds LS1  1YZ 


Professional  Prescription 
Computer  Labelling 


'Contact  David  Colet 
Mike  Spnnce  MPS 
Park  Systems  Ltd. 

Parliament  Sir, 
Liverpool  L8  tRN 
Tel  051-708  8801) 
lele\  ^28f22 


Singapore  Agents 
Summit  Co. 

Ri/hy  Industrial  Estate 
^Singapore  1334 


EBBBMfiB 


Simply  the  best  \ 

The  Park  range  of  Computer  Labelling  Systems  simply  the  best  ^Jfi^ 
Prove  it  for  yourself  with  a  14  day  Free  trial  approved 

SYSTEMS  FROM  C750  TO  THE  NEW  DISK-BASED  SYSTEM  800  AT  E1295.  PRICES  EXCLUDE  VAT  AND  INCLUDE  A 10%  NPA  REBATE 
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Professional  Prescription 
Computer  Labelling 


Stock  for  Sale 


f  Market  Leaders  in  Pharmacy  labelling  systems  throughout  the  UK 

John  Richardson 
Computers  Ltd 

Superb  labelling  systems 
for  discerning  pharmacists. 

Prices  from  £1098  or  £7.85  per  week  -  10%  NPA  rebate  included 
fRIEPOll  Pvetlon  PB»  S8B  lei.Offl  »!*!*» 


Announcements 


PARK  SYSTEMS  ANNOUNCEMENT 

All  Park  Systems  users  will  be  informed  in 
due  course  of  the  modification  available  to 

comply  with  the  new  requirements  for 
additional  warning  labelling,  due  to  come 
into  force  in  January  1987. 


Time  for 

a  Celebration 


Stock  for  Sale 


LICENCED 
Pi's 


r 


FOR 
PRICE  LIST 

QUOTES 


GENERAL  ADVICE 

PLEASE  CONTACT: 
MLRVYN  GREEN  MPS 


EURIMPHARM  LTD 


UNIT  A6,  83  COPERS  COPE  ROAD, 
BECKENHAM,  KENT  BR3 1 NR 
TEL:  01  -658  2255  TELEX  :  263832 


FOR  HOME  OR 
EXPORT  AT 
COMPETITIVE 
PRICES 


mm? 


FGM 
Cosmetics 


Suppliers  of  Retail, 
Wholesale  and  Export. 

Opening  Hours: 
Monday  -  Friday  9am  -  5.30pm. 

Sunday  10am  -  2pm. 


PERFUMES  &  COSMETICS 

MOST  BRAND  NAMES  IN  STOCK 
BEST  SELECTION  &  BEST  PRICES 


KODAK  FILMS  AT 
DISCOUNT  PRICES 


PASCOS  OPEN  SUNDAYS 

425c  HARROW  RD  10am  3pm 

LONDON  W10  4RE  Price  lists  ^01-960  0319/5752 


GERALD  FRASER'S 
BACK  IN  TOWN 

Looking  forward  to  seeing  old  and  new  customers 
for  French  and  English  perfumes  and  cosmetics. 

LARGER  RANGE  THAN  EVER  TO  CHOOSE  FROM 


at: 

FRESH  START  COSMETICS. 
164  CHEETHAM  HILL  ROAD.  MANCHESTER. 
Tel:  061-834  1387 
or  061-728  2419  (anytime) 


DELIVERY  SERVICE  FREE  OF  CHARGE  UK  MAINLAND 


JUST  PERFUMES 

457b  Alexandra  Avenue,  Rayners  Lane,  Harrow,  Middx 
HA2  9RY. 

Largest  range  of  branded  perfumes  in  UK  and  competitive 
prices.  Nationwide  delivery  service. 
Opening  times: 

Monday  Friday  9.00am  6pm.  Sunday  10.00am  2.00pm. 
Phone  for  new  price  list. 

Callers  welcome  without  appointment  at  all  times 
^Tel:  01  868  1263.  Telex:  925045 
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Stock  Wanted 


Retailers/Wholesalers 
Do  you  get  special  prices 

Exporter  Requires 

*  PERFUMES  -  all  major  brands 
GENERICS  ETHICALS  -  UK  brands 

*  TOILETRIES  -  job  lines  etc... 


Cash  Payment 

Telex:  895051 1  ref  13597001 
Telephone:  075  38  59738 
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IPEOPLE 


Mr  Flynn  stands 
for  Tynwald 

British  Pharmacists  Association 
general  secretary  Charles  Flynn 
now  has  his  sights  set  on  a  seat  in 
the  House  of  Keys,  the  lower 
chamber  in  the  Isle  of  Man's 
Parliament,  the  Tynwald. 

Mr  Flynn  is  standing  against  five  other 
candidates,  including  the  present  deputy 
speaker,  for  the  West  Douglas  con- 
stituency, in  the  five-yearly  elections  on 
November  27.  Political  parties  do  not 
really  exist  on  the  island,  although  a 
"labour  party"  captures  around  a  third  of 
the  seats.  Other  candidates  tend  to  stand 
as  independents,  Mr  Flynn  told  C&D. 

The  main  issues  of  the  election,  he 
says,  are  the  economy,  and  the  standard  of 
living  which  is  below  that  of  the  UK.  In  his 
view,  the  island  has  failed  to  market  its 


There  was  a  grand  welcome  for  Reckitt  and 
Colman's  Bob  Mostyn  and  Terry  Nicholson 
after  a  325  mile  sponsored  canoe  from 
Humber  bridge.  Bob  and  Terry,  both  of 
the  pharmaceutical  division,  which 
sponsored  the  project,  celebrated  the 
16-day  journey  and  money  raised  for  sea 
cadets.  They're  pictured  with  R&C's 
pharmaceutical  division  marketing  and 
sales  director  Stephen  Riley  (right),  and  Lt 
Commander  Richard  Groves 


Presenting... 

The  Guild  of  Hospital  Pharmacists  is 
asking  for  poster  presentations  of  research 
work  to  be  presented  at  its  1987  Weekend 
School  in  Nottingham.  A  prize  will  be 
awarded  to  the  best  poster,  and  abstracts 
of  all  will  appear  in  Proceedings  of  the 
Guild.  Application  forms  from  Linda 
Stephens,  pharmacy  department, 
Leicester  General  Hospital,  Gwendolen 
Road,  Leicester  LE5  4PW. 


tourist  attractions  properly,  since  they 
were  hit  by  the  decline  of  the  "bucket  and 
spade"  holiday. 

Drug  abuse  is  another  issue.  The  Isle  of 
Man  has  only  two  men  in  its  drug  squad. 
"At  least  five  are  needed",  Mr  Flynn  says. 

Among  the  lesser  known  things  about 
Mr  Flynn,  revealed  in  a  very  full 
curriculum  vitae  that  centred  in  the  C&D 
office  this  week,  that  he  arrived  in  hospital 
pharmacy  in  London  and  Vienna  after 
graduating  from  London  University,  he  is 
managing  director  and  operations 
controller  of  Force  10  Geneva  Ltd,  the 
company  with  which  BPA  publicist  Mr 
Joey  Martyn-Martm  is  associated,  and  he  is 
the  director  of  Swiss-based  property 
development  group  Jemset  and  Warrelby. 

And  to  clear  up  the  "A  man  for  today 
—  for  the  Mann  of  tomorrow"  on  Mr 
Flynn's  envelope  (C&D  September  13, 
p442),  Mr  Flynn  told  C&D  that  the  Isle  of 
Man  used  to  be  spelt  with  the  two  ens,  in  a 
derivation  from  the  Scandanavian 
"Mannin". 

BPC  bops  to 
pharmacy  jazz 

Reading  pharmacist  Tony 
Lawrence  and  his  wife  Denise  will 
be  tickling  the  fancies  of  1 ,000 
pharmacists  this  week  —  their  jazz 
band  Story ville  Tickle  is  playing  at 
the  British  Pharmaceutical 
Conference  in  Jersey. 

Sponsored  by  Unipath,  the  band  will 
be  playing  at  functions  throughout  the 
conference  and  at  the  Unipath  reception. 

Tony  and  Denise  started  the  band  in 
1984,  and  have  played  200  gigs  all  over 
the  world.  They  recently  enjoyed  their 
television  debut. 


Postscript 


You've  heard  of  the  BMJ.  Well  Benn 
Publications,  C&D's  publishers, 
produce  the  BMJ.  Not  the  British 
Medical  Journal,  but  the  Builders 
Merchants  Journal. 

This  week,  our  BMJ  editor  Eric  Bignall 
was  rather  surprised  to  receive  a  review 
copy  of  'A  new  short  textbook  of  surgery" 
published  by  Hodder  &  Stoughton.  The 
book  duly  arrived  on  the  C&D  editorial 
desk  with  a  note:  "Have  health  service  cuts 
reached  the  point  where  DIY  surgery  is 
being  advocated?" 


C&D  give  Rob 
another  job 

Robert  Darracott  has  been 
appointed  Technical  Editor  of 
Chemist  &  Druggist. 

Originally  from 
Wolverhampton,  Rob 
graduated  from 
Nottingham  University 
in  1981,  and  joined 
C&D  in  September 
1984  after  three  years 
as  a  hospital 
pharmacist  in 
Nottingham  and 
Norwich. 


Among  Rob's  major  work  this  year  was 
C&D's  digestion  of  the  Nuffield  Report  and 
much  of  the  co-ordination  of  the  recent 
"Pharmacy  —  The  Future"  supplement. 

APPOINTMENTS 

Boehringer  Ingelheim  Ltd:  Dr  P.  A. 

Knowlson  is  appointed  managing  director. 
He  succeeds  Dr  Gordon  Hargreaves,  who 
will  remain  as  chairman.  Dr  D.M. 
Humphreys  has  been  appointed  scientific 
director,  with  responsibility  for  the 
medical,  registration  and  pharmaceutical 
affairs  departments. 

Wella:  Dr  Hans  Krag  joins  the  company  as 
corporate  financial  director  with 
responsibilities  for  Intercosmetic  GB  Ltd, 
Ondawel  GB  Ltd,  and  Intercosmetic 
Dublin  Ltd.  He  previously  worked  for 
Wella  Japan. 

Revlan:  Jeni  Carter  becomes  marketing 
manager,  Charlie  colour  cosmetics.  Her 
previous  experience  includes  group 
brand  manager  at  Ciba  Geigy  and 
product  manager  at  Faberge  and  Max 
Factor.  Patricia  Eipkin  is  the  new 
marketing  manager  for  Revlon  cosmetics 
and  skincare.  She  was  most  recently  with 
Chesebrough-Ponds.  And  Antoma 
Moore-Browne  is  appointed  marketing 
manager,  Revlon  fragrances.  Her  past 
experience  has  been  with  Avon. 

Shulton  GB:  Tim  Foley  has  moved  from 
Shulton  Europe,  where  he  was  director  of 
European  marketing,  to  his  new 
appointment  as  strategic  business  unit 
manager  for  new  project  development. 

Alberto  Culver:  Jill  Winter  has  been 
appointed  UK  marketing  director.  She 
moves  from  marketing  and  planning  at 
Elida  Gibbs. 


Typesetting  and  graphics  by  Magset  Ltd,  Sidcup,  Kent.  Printed  by  Riverside  Press  Ltd,  Whitstable,  Kent.  Published  by  BENN  PUBLICATIONS  LTD.  Sovereign  Way,  Tonbndge,  Kent  TN9  1RW 
Registered  at  the  Post  Oftice  as  a  Newspaper  J8/28/4s  Contents  ©  Benr,  Publications  Ltd  1986  All  rights  reserved.  No  part  ol  this  publication  may  be  reproduced,  stored  in  a  retrieval  system,  mechanical 
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Manufacturing  &  Distributing  Services 


Paracetamol 


PARACETAMOL  TABLETS 

IN  BULK.  BLISTER  PACKS,  BOTTLES  OR  STRIP 
CONSUL T 

THE  WALLIS  LABORATORY  LTD 

11  CAMFORD  WAY,  SUNDON  PARK 
LUTON  LU3  3AN 

Tel  0582  584884 
Telex  825335  WALLAB  G 


EUROPE'S  LEADING  MANUFACTURER  OF 
PARACETAMOL  TABLETS  BP 


Aspirin  &  Soluble  Aspirin  Tablets. 
Blister  packed  or  bulk. 
Own  label  if  required. 

Competitive  price,  unbeatable  service 


MOLEHAVEN 


Unit  33,  Metropolitan  Trading  Estate, 
Taunton  Road,  Greenford.  Middlese) 
UB6  8UQ 

Tel:  01  575  8484 

Telex:  9419216 


"DORMEL"  MINIATURE  FEEDER 

from  John  Dowell  &  Sons  Ltd  of  Saffron  Walden 


Suppliers  of  the  "Dormel"  Infant  Miniature  Feeder  &  Spare  Latex  Teats  for 
well  over  50  years  —  obtainable  from  the  maionty  of  Chemist  Wholesalers 

Orders  (wholesale  only)  and  enquiries  to: 
John  Dowell  &  Sons  ltd,  c/o  R.  Higgs,  264  St  Barnabas  Road, 
Woodford  Green,  Essex  IG8  7DP.  Phone:  01-504  8718. 


® 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 

etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  0DL 

Tel:  01-889  3151/6 


Focus  Solutions 

Suppliers  &  Wholesalers  of 
Contact  Lens  Solutions 
and  Accessories 

Abatron,  Alcon,  Allergan, 
Barnes  Hind,  Bausch  & 
Lomb,  British  American 
Optical,  Calotherm, 
Contactasol,  CooperVision, 
Hydron,  Kelvin,  Sauflon, 
Smith  &  Nephew,  Titmus. 

Telephone:  Lynn  Ashburner 
at  Berkhamsted  (04427I  74326 
for  details. 

Focus  Contact  Lenses 

Northbridge  Road,  Berkhamsted, 
Herts,  HP4  1EH. 


Products  that  work... 

for  you  and  your  customers 


CALSALETTES* 


LAXATIVE  TABLETS 

Gentle  yel  effective 
Contains  the  pure  vegetable  laxative  Aloin  Relieves 

constipation  the  natural  way  Now  available 
in  new  60  tablet  packs  -  sugar  coaled  and  uncoated 
presentations  -  lor  over  the  counter  sale 


TORBETOL* 


^>  "  ACNE  LOTION 

A  non-keratolytic  bacterial  lotion  for  spots,  pimples  and  Acne  Promotes  rapid 
ail*  healing  by  destroying  pimple-producing  bacteria,  so  reducing  inflammalion  and 

clearing  blocked  pores  Now  available  in  new  50ml  pack  lor  over  the  counter  sale 


These  products  are  available  trom  your 
local  wholesaler  and  promoted  direel 
lo  your  customers 
•Trade  Mark 


T0RBET  LABORATORIES  LTD. 

Maidstone,  Kent  ME15  900  Tel  0860  319350 
A  British  owned  company 
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Tit  "In  ••  . 


Apeils-Umdasch 

-  specialist  systems  for 
specialist  applications. 
Apeils  and  Umdasch 
together  create  shopfitting 
'  styles  to  stimulate  sales  -  to 
your  advantage. 


designed  to  sell 

Apeils-Umdasch 

-  sturdy,  standard  structures  with 
subtle  variations  in  shape,  colour 
and  finish. 

Apeils-Umdasch 

-  is  a  modular  system  of 

silent  salesmen  -  spacious  display 
storage  which  pleases  the  eye  and 
beckons  the  buyers. 

Apeils-Umdasch 

-  together,  a  splendid 
shopfitting  combination  - 
and  one  that  works. 

Apeils-Umdasch  build  sales. 


Apeils  Systems  Limited, 

Unit  P,  Kingsway  Trading  Estate, 
Kingsway,  Luton, 
Bedfordshire  LU1  1  LP. 
Telephone:  Luton  (0582)  4571 1 1 . 


The  Right  Choice  at  the  Right  Price 

Shopfitting 

The 
Compl 
System 

Whatever  your  shopfitting  requiremen 
ZAF  have  the  answers... 

*  Quality  Equipment 

*  Quality  Design 

*  Quality  Service 

Full  range  of  Dispensary  fittings 

' '  FREE ' '  QUOTATIONS 
NATIONAL  NETWORK  OF  LOCAL  CONSULTANTS 
NATIONAL  INSTALLATION  SERVICE 
EXCELLENT  FINANCE  FACILITIES  AVAILABLE 

N  PA  and  Numark  APPROVED 


for 

Progressive 
Pharmacist 
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ttox® 

ueanser 


A  PRODUCT  WITH  NO  VISIBLE  BENEFITS 
HAS  TAKEN  THE  HYGIENE  MARKET  BY  STORM. 


\  ■  ■ 


In  test  market  customers  have  been  flocking  to  buy  a  new  colourless  liquid  that 
leaves  no  smell  and  no  taint.  In  fact  that's  the  key  to  its  success.  Because  Dettox 
is  the  first  anti-bacterial  cleanser  that's  ideal  for  use  on  kitchen  surfaces  where  food 
is  prepared. 

The  Dettox  concept  has  been  exhaustively  test  marketed  over  the  past  two 
years  -  with  exceptional  results. 

That  experience  suggests  at  least  £3  million  extra  business  nationally  and  all  this 
without  affecting  sales  of  its  parent  brand,  Dettol. 

With  the  growing  concern  for  household  hygiene,  the  time  is  absolutely  right  for 
Dettox.  That's  why  we're  backing  it  with  a  £3  million  plus  national  advertising 
campaign  starting  next  month,  featuring  a  modern  and  highly  impactful  commercial. 

In  support  there'll  be  over  7  million  15p  off  coupons  offered  throughout  women's 
press.  You  can  sell  Dettox  in  two  convenient  sizes  -  375  ml  and  750  ml.  And  while  it's 
working  invisibly  for  your  customers,  you'll  have  no  trouble  seeing  the  difference  in 
your  sales. 


RECKITT  HOUSEHOLD  PRODUCTS.  RECKITT  HOUSE.  STONEFERRY  ROAD.  HULL,  HU8  8DD  TEL  0482  223141 


